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A Come-Back 
—To the Man Who Thinks It Costs Him Something 


He often, as an agent, have you had a prospect 
say, ‘‘Sure, | know it’s sound and all that, but 
for every dollar you pay me at maturity | have to 
give you a dollar and five cents’’? 


You can see for yourself how it will leave him with 
his mouth hanging open to come back with: 


“When This Policy Has Matured 
It Has Cost You NOTHING” 


That is what you can do with one of the Interna- 

tional Life’s down-to-the-minute policies. This new 

policy is simply a clever, modern development of 

the old twenty payment life policy, which, while 

The Company of Today offering striking selling points, is well in keeping 
with sound actuarial principles. It is an example 

with of our constant enterprise in keeping old, time-tried 

principles dressed up in a style that makes them 


The Methods of Tomorrow readily understood and appreciated by the prospect. 


A letter to us today will bring you particulars of 
this policy as well as convincing data concerning 
the standing of the International Life and the at- 
tractiveness of its many other policies. 


INTERNATIONAL LIFE 
OF ST. LOUIS 


MASSEY WILSON, 


President 


J. L. BABLER, 


Vice-Pres. and Gen. Manager of Agencies 
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TO DEVOTE ONE DAY 
TO GETTING MEMBERS 





Executive Committee of National 
Life Underwriters Association 
Held a Meeting 


TORONTO GETS MEETING 


Large Decrease of Membership is Found 
—Means Devised to Restore 
the Shattered List 


NEW YORK, March 21.—May 11 
has been designated as “National As- 
sociation Day” for the entire country, 
upon which date every loyal member 


of the National Association of Life Un- 
derwriters is expected to induce at least 
one other field man to join the organ- 
stimulating thereby interest in 
permitting 
than 


ization; 
the general 
the carrying out more 
ever the purpose of the association to 
popularize the gospel of life insurance, 
and to make more effective the work of 
the men upon the far flung firing line. 

The decision to fix a particular day 
upon which a determined drive for ad- 
ditional members would be made, was 
reached by members of the board of 
trustees at the mid-year meeting held 
here several days ago, after the execu- 
tive committee had strongly recom- 
mended to that end. 


and 
effectively 


movement 


Severe Lapse in Membership 


In consequence of the action taken 
at the anriual convention at Cleveland 
last year, in changing the fiscal year 
from June 1 to Jan. 1, there was a 
severe lapse in membership in the Na- 
tional organization, many of the con- 
stitutent bodies failing to rearrange 
their plans to conform to the plan of 
the parent association. High living 
costs and a falling off in business pro- 
duction in many important centers was 
another factor that seriously militated 
against the prosperity of the National 
association, The present management 
is most anxious that not only shall the 


lapse movement be checked, but that 
an active recruiting campaign be in- 
augurated. It is anticipated that the 


plan adopted will attain the desired re- 
sult. The annual cost of membership in 
the National association is low in com- 
parison with the benefits accruing. 


Many Questions Reviewed 


While 
the executive 
appointingly small as to number, the 
session reviewed a number of matters 
of high importance and has every rea- 
son to be satisfied with the results ac- 
complished. This happy condition is 
due in large part to the skill shown by 
Chairman Franklin W. Ganse, in con- 
fining discussion strictly to the subject 
under consideration, and permitting no 
rambling talk. The record of the meet- 
ing’in-this connectiom*has only been 
paralleled’in recent years by that at- 


members at 
was disap- 


the attendance of 
committee 











BIG MYSTERY IN AIR 


WILL STARTLE FRATERNITY 


Secretary Ensign of the National Asso- | 


ciation of Life Underwriters 
Refuses to Tell Secret 


NEW YORK, March 21.—An 


trable air of mystery seemed to sur- 
round the mid-year meeting of the | 
board of trustees of the National Asso- | 


ciation of Life Underwriters held here 
Thursday. One gained the impression 
that the conferees were debating a mat- 
ter of unusual importance, the nature 
of which they jealously guarded, refus- 
ing positively to answer leading ques- 
tions, or to give the slightest clew as 
to what was under consideration. 

Everett M. Ensign, executive 
tary of the organization, when appealed 
to for information, said: “While I am 
not in position to reveal what transpired 
at the meeting, | feel that the gathering 
is likely to prove one ol the most im- 
portant ever held in the history of life 
li the plans talked over by 
will 


secre- 


insurance, 


the trustees mature, a movement 
be launched that will startle the fra- 
ternity. The scheme contemplated will 


be almost revolutionary in character, 
and its success will be predicated upon 
the measure of secrecy with which the 
initial important moves are safeguarded 
by those familiar with them. It is my 
earnest hope that there will be no 
‘spilling of the beans,’ for while pre- 
mature publicity may not prove fatal, 
it certainly would militate against that 
complete and early accomplishment of 
purpose so ardently desired.” 

This confirmation by Mr. Ensign of 
the suspicion of the newspaper men 
that something big is brewing with the 
life men, will intensify interest in 


affair. Definite announcement as to the 
new movement will be eagerly looked | 
forward to by members of the life in- 


surance fraternity. 


tained when P. C. Baldwin, now an as- 
sistant secretary of the Travelers, held 
the post of chairman, and like Mr. 
Ganse kept things moving steadily It 
is a happy coincidence that the respon- 
sible officers in each case hailed from 
Boston 


President Shuffs Work 


John L. Shuff, 
ciation, though 


president of the asso- 
still suffering severely 
with a throat afiliction, was an active 
participant in the conference, and 
warmly supported the several sugges- 
tions for more effectively developing 
the work of the organization. He told 
interestingly of his journeyings about 
the country during the past six months, 


in which time he traveled over 8,000 
miles, addressing congresses and asso- 
ciation meetings of various kinds, and 
of the enthusiasm manifested in their 
work by the great majority of the 


agents. He referred especially to the 
action of certain field men in the north- 
west who had journeyed almost 1,000 
miles to be present at sales congresses, 
and declared that if like spirit were 
manifested everywhere the National as 
(CONTINUED ON PAGE 12) 


impene- | 


the 


|'SHOW FOREIGN STATUS 
—— LIFE EXPLANATION 


Surplus Is Presented Because of Larger 
Interest Receipts and Increase in 
Securities Value 


= 
Che Guardian Life has sent out a let- 
| ter to its managers explaining the status 
| of its foreign business. It began opera- 
| tions in Europe in 1868, eight years 
aiter it was incorporated in New York. 
Since about four years ago its business 
there has been in liquidation. Two- 
thirds of its business is located in Ger- 
many, about 20 percent in the states of 
the former Austro-Hungarian Empire 
| and the balance in other countries. The 
| European business proved quite profit- 
able, and for many years up to 1900 the 
| entire income from the business in ex- 
| cess of disbursements was remitted to 
the United States and invested there. 
| Subsequently laws were passed in dif- 
ferent countries requiring foreign life 
companies to place in securities suitable 
for the investment of trust funds and to 
deposit an amount equal to the reserves 
and other liabilities for the policies in 
force in the respective countries. 


Excess of Liabilities Shown 


On Dec, 31, 
sheet for the 


1920, the separate balance 
foreign business showed 
an excess of liabilities over assets of 
over $500,000. During 1921, by reason 
of larger interest receipts and a consid- 
erable rise in the value of securities per- 
taining to the foreign business, foreign 
Loldings would have shown apparent 
surplus carnings in excess of $1,000,000. 
The company requested permission from 
the New York department to place the 
foreign business on a lower exchange 
basis which would more nearly repre- 
sent true values as expressed in United 
States dollars. 


Standard Is 





Adopted 


rhe company says the request was 
granted and it adopted the following 
standard for conversion of certain for 
cign currencies: 


Normal rate 





Germany—1 M. equal to 1 23.80¢ 
} Austria and the Succession States 
1 Cr, equal to t%e 20.3¢ 
| Czecho-Slovakia—1 Crown equal 
to 5e ° LO 
jelgium—1 France equal to 10 19.3« 
Holland, Spain, Switzerland and 
miscellaneous countries at the 
normal rates of exchange 
\s a result of the adoption of such 
step, the company's foreign business as 
of Dec, 31, 1921, shows the following on 
the basis of respectively 
Normal \dopted 
rates of rates of 
exchange exchange 
Assets $26,069,573 $2,782,257 
Liabilities 2 »725 2,672,945 
Amount insured 15,606,653 4,801,695 
The total amount insured as of Dec 
31, 1921, amounted to $198,248,166, and 


| the company’s foreign business therefors« 


constituted less than 2% percent of such 
total amount a 
Rupert F. Fry, president of the Old 


Line Life of 
president of the 


Milwaukee, has been elected 
American Founders Se-+ 
curity Company of Milwaukee, a $1, 500, - 
000 corporation which has been’ formed 
o sell securities J. P. Wolf, genera) 
agent for the Old Line Life, of Elkhart 
is one of the directors 





BOSTON UNDERWRITERS 
HOLD SALES CONGRESS 


Strong Selling Program Given at 


Meeting Last 
Week 


PRESIDENT SHUFF THERE 





Head of National Association, Frank, 
lin W. Ganse, and Other Notables 
Present 


BOSTON, MASS., March 21.—There 
were fully 1400 life insurance men and 
women from all parts of New England 
in attendance upon the third annual 
sales congress of the Boston Life Un- 
derwriters’ Association here last week. 
John L. Shuff of Cincinnati, president of 
the National Associtaion, was the prin- 
cipal guest. President Shuff had recov- 
ered somewhat from his breakdown in 
the west, but held himself in restraint, 
for which he excused himself. In fact, 
he stated that his doctor had ordered, 
and expected, that he be in Atlantic City 
for the next two weeks. The program 
of the congress was in the hands ef 
National Secretary Franklin W. Ganse 
by virtue of his position as president 
of the local association, 

The Morning Program 


The morning was given over to three 
addresses, President Shuff opening and 
being followed by Vice-President James 
FE. Kavanagh of the Metropolitan Life 
and George S. Smith, a representative 
Bostonian, former president of the Bos- 
ton Chamber of Commerce and the Bos- 
ton City Club and a prominent figure in 
financial circles. 

Mr. Kavanagh spoke on the topic. 
“Getting Signatures on Applications.” 
He said he could best illustrate by tel 
ing how agents didn’t get them, Every 
agent should try to make himself one 
of the best known and most influential 


men in the community, not one avoided 
because he made himself avoided 
through continuous insurance talk.. He 
said he gave up carrying a rate book 
carly Rates had to do with money 
and the money end was none of the 
agent's business—that was the custom- 


er’s business solely. It was up to the 
agent to know his policy, what it stood 
for and what it would do. He should 
sell the policy for what it stood for, and 
leave the matter of finding out how 
much the customer could afford to pay 
for it to that individual. The customer 
would find a way of paying for what he 
wanted. He said a man who didn’t be- 
long to the association was a slacker 
and any member who didn’t attend 
every meeting of his local associatign 
was losing money. , 

Mr. Smith gave an impressive address 
on the importance coming to be placed 
by financial houses in-the matter of the 
insurance, 

Che afternoon was given over to sales 
talks and a question box. Charles Gil- 
man spoke on “Life Insurance by Ex- 


use ot 





2 





posure,” wherein he would have the 
agent keep his best side out always. 
Harry N. Haven illustrated the uses of 
the poll tax book in getting prospects. 
Robert W. Moore, Jr., speaking on 
“Acres of Prospects,” said the agent 
who thought he had no prospects was 
not honest with himself. The best pros- 
pects were the people one knew best. 
George H. Doggett compared pension 
systems and insurance. Alex M. Ham- 
mer told how to advise the war risk 
prospects. George S. Ellis of Portland, 
Me., described the recent prize school 
essay contest in Maine. Edwin I. 
Brown gave some of his arguments used 
in “Guaranteeing College Education.” 
Paul F. Clark spoke on “Bonding the 
Mortgage,” and Merle G. Summers on 
“Coordinating Wills and Life Insur- 
ance.” Harry H. Kay spoke on “Per- 
sonality A Neglected Asset,” and 
Charles W. Gammons on “The Most 
Neglected Asset of All,” which he held 
to be “time.” The program closed with 
Earl G. Manning, who conducted the 
question box. 





Lively Banquet Program 


The evening banquet brought out 
some 400 members and the program 
was generally considered one of the 
most valuable and interesting in the his- 
tory of the association, The eloquence 
and wit of President Shuff, with its 
southern flavor, was highly contrasted 
with some of the most virile oratory of 
the north in addresses by Attorney Gen- 
eral J. Weston Allen and the district at- 
torney of Suffolk county, Thomas C. 
O’Brien, and also a short talk by Rev. 
Ashley D. Leavitt. 

Attorney General Allen declared pub- 
lic service would be as good as the pub- 
lic wanted it. The country would come 
to grief if men obeyed only the laws 
they believed in and broke those they 
did not like. He said that perhaps the 
worst men in the community today were 
the ones who bought contraband liquor, 
from the example they set their chil- 
dren. 

Mr. O'Brien discussed the penal sys- 
tem of Massachusetts. He said the 
public did not yet realize how much 
good had been accomplished by the Vol- 
stead act, but that they would under- 
stand if they could know how many 
more pairs of shoes and stockings were 
being worn by school children in Bos- 
ton. He paid a high tribute to the 
women of the commonwealth. He con- 
demned the drug habit and the selling of 
drugs, and declared he would wipe out 
the vicious system if it was in his power. 

One of the happy incidents of the day 
occurred during the morning session, 
when the president of the New England 
Women’s Life Underwriters’ Associa- 
tion, Mrs. Grace C. Lathrop, brought to 
the platform the Will A. Wait cup and 
gave it to President Shuff to be re- 
entered for competition as an attendance 
cup in the National Association. The 
New England Women’s Association 
won it in 1913, 1914 and 1915, and thus 
held permanent possession of it. It was 
originally offered in 1911, 


Ruling on Incontestable Date 

_ The Indiana supreme court has af- 
firmed the judgment of the lower court 
against the Pacific Mutual Life in a 
case where a policy was dated May 14 
and made incontestable after one year 
except for nonpayment of premiums. 
The death of the insured occurred 
March 17 of the following year. The 
company defended because the policy 
was not issued or the first premium 
paid until May 29 though it had been 
dated May 14; also that the company 
had elected to rescind May 14 of the 
following year for fraud of the in- 
sured in obtaining it and tendered back 
the premium. The court holds that the 
period of incontestability would be com- 
guted from the date of the policy and 
not from the alleged time of delivery 
and that the year for contesting ex- 
pired- May 13 of the following year. 





@. I. Carey, assistant secretary of the 
Great Northern Life, has resigned. Mr. 
Carey has been with the Great Northern 
Wor the past elght years. 
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MAKING ANNUAL REPORT INTELLIGIBLE | 


Henry F. Tyrrell Solves Problem of Telling Policyholders What It 


| Really Means | 


ance company is a rather intricate, 

technical affair in the eyes of the 
average policyholder. Content with 
merely a careless glance, he makes no 
attempt to understand it, and is willing 
to let the insurance department do that 
for him. In an effort to solve this prob- 
lem Henry F. Tyrrell of the Northwest- 
ern Mutual Life seems to have struck 
the proper angle in getting the annual 
report across. An_ intelligible state- 
ment of the affairs and general condi- 
tion of the company is presented to the 
policyholders in a well worded adver- 
tisement that appeared in the Milwau- 
kee “Times,” a community paper of the 
south side of Milwaukee, a populous sec- 
tion of the city, composed largely of citi- 
zens of foreign birth or descent. The 
advertisement explains in detail the pur- 
pose of the insurance company’s annual 
statement, in clear, concise and simple 
style. It says, in part: 


Tase annual report of a life insur- 


What Policyholder Wants to Know 


“The laws of the several states re- 
quire insurance companies to make and 
file annual statements showing their 
financial condition at the close of every 
calendar year. Necessarily these state- 
ments are intricate and technical and re- 
quire experts to understand them fully. 
That is why few policyholders try to; 
they are willing to let insurance depart- 
ments do it for them. 

“After all, what a policyholder in a 
life insurance company most wants to 
know is, Has my company been fair and 
square in its dealings with me and will 
it continue to be so with my benefici- 
aries? The annual statement of the 
Northwestern Mutual Life Insurance 
Company shows how its policyholders 
feel about the matter, because of all the 
insurance issued by it in 1921, more 
than 45 percent was issued upon appli- 
cations of men already insured in the 
Northwestern. That is pretty good evi- 
dence that policyholders consider the 
company ‘fair and square,’ and when a 
companv forms the habit it will continue 
to be ‘fair and square’ after its policies 
mature, 





Question of Reserves 


“A policy ‘matures’ when it becomes 


ALL BANK STOCKS ARE SOLD 
Prudential Has Decided to Get Rid of 
All Its Holdings of This 
Character 





NEWARK, N. J., March 21.—The Pru- 
dential has sold all its bank stocks, es- 
timated to be worth about $2,600,000. 
Julius S. Rippell, a Newark banker and 
broker, made the purchase. During the 
Untermyer investigation the attack di- 
rected against the Prudential seemed to 
be its bank stock holdings. While Presi- 
dent Dryden staunchly upheld the in- 
vestment, the Prudential undoubtedly 
felt that it was wise to get rid of these 
stocks to avoid any future criticism. The 
Prudential held 20 percent of the stock 
of the Fidelity-Union Trust Company 
and had from 400 to 500 shares of the 
Merchants & Manufacturers National 
Bank, both of this city. The company 
states that it has been the policy of the 
finance committee for some time to dis- 
pose of the bank stocks already held 
and to acquire no more. 

Commenting upon the action taken, 
Edward D. Duffield, vice-president and 
general counsel of the Prudential, said: 
“It has been the policy for a long time 
on the part of the finance committee to 
buy no more bank stocks and to sell 
what we were holding. Mr. Rippel 
made us a satisfactory offer and we ac- 
cepted it.” Continuing, Mr. Duffield 
stated: “I want to make one point clear, 





payable to the insured or to the bene- 
ficiary or beneficiaries named therein 
as entitled to the proceeds, It is of the 
utmost importance for a company al- 
ways to have sufficient funds with which 
to pay beneficiaries promptly when 
called upon to do so. The law requires 
all life insurance companies constantly 
to maintain a sinking fund for that pur- 
pose and prescribes the method of com- 
puting that fund, which is called the ‘re- 
serve.’ On Jan. 1, 1922, the law required 
the Northwestern to have ‘reserve’ 
amounting to over $456,000,000, and on 
that day it had assets to the amount of 
$507,000,000, If these assets were good, 
then the reserve was safe. 
“Dividends” and “Refunds” 


“If policyholders have noticed, every 
time they pay their premiums, they get a 
refund. We have all become accustomed 
to refer to this refund as a ‘dividend.’ 
It is not a dividend, however, in the 
commercial sense. Here is how it arises: 
When a premium is computed in a mu- 
tyal company, the company adds some- 
thing for satety, and when the cost of 
the insurance for the year is ascertained 
the excess is returned to the policy- 
holder. The net cost of insurance de- 
pends upon this refund of the unused 
part of the premium. Big refunds mean 
low cost of insurance, and vice versa. 

“Policyholders, therefore, are inter- 
ested in ‘expenses,’ for the smaller the 
expenses the larger the ‘dividends.’ One 
item should interest policyholders espe- 
cially, and that is taxes. For the privi- 
lege of doing business for its policy- 
holders in 1921 the Northwestern paid 
taxes of over $2,000,000, of which Wis- 
consin received $605,000, or 29 percent, 
notwithstanding the fact that less than 
10 percent of the company’s business 
was done in the Badger state. This 
item was charged as expense, and had 
it not existed the net cost of insurance 
would have been just that much lower. 

“Despite this heavy item of expense, 
the company has kept up, and we be- 
lieve will keep up, its refunds to policy- 
holders; and this it can do because of 
careful selection of risks, expert and ad- 
vantageous investment of funds and 
rigid economy of management.” 


however, that there is no friction of any 
sort between the Prudential and the 
Fidelity. Things will go on just as be- 
fore. The desire of the company to get 
rid of its bank stock is the only reason 
for the sale.” Asked as to whether the 
action of the Prudential was induced in 
any degree by the attitude of Mr. Unter- 
myer, Mr. Duffield replied: “Not in the 
least. We have held that stock for 
years, some of the Fidelity for as much 
as 20 years, and the Union Bank stock 
since the institution was formed. When 
the two organizations amalgamated, of 
course, it became Fidelity-Union stock, 
dut our policy was formulated long be- 
fore Brother Untermyer investigated 
us. 


Managers’ Association at Sioux Falls 


General agents and agency managers 
of fifteen life companies with headquar- 
ters at Sioux Falls, S. D., have formed 
a Life Insurance Managers’ Associa- 
tion there, its purpose being to bring 
into closer touch managers of these 
companies and promote the best inter- 
ests of the policyholders. The compan- 
ies represented in the new organization 
are the Equitable of New York, Mutual 
Life, Northwestern Mutual, Bankers 
Life, Lincoln National, Mutual Benefit, 
Mutual Trust, Equitable of Iowa, Mas- 
sachusetts Mutual, Guardian Life, Cedar 
Rapids Life, Penn Mutual, Union Cen- 
tral, Security Mutual and National Life. 








TRAVELERS’ MEN MEET 
MEETING OF INDIANA AGENTS 
Many Home Office People Were Pres- 


ent This Week at the Gathering 
in Indianapolis 





A two-days convention of field rep- 
resentative of the Indiana field repre- 
sentatives of the Travelers was held in 
Indianapolis Monday and Tuesday with 
ten representatives present from the 
home office and about 150 representa- 
tives from alf parts of the state. The 
Indiana branch under the management 
of Frank M. Chandler, compensation 
and liability departments, and W. W. 
Willis, life and accident departments, 
has made big gains. The following off- 
cers and department heads were pres- 
ent: Col. James L. Howard, vice-presi- 
dent; Dr. Frank L. Grosvenor, head of 
the medical staff; F. P. Stanley, assist- 
ant secretary compensation department; 
J. A. Coffman, assistant superintendent 
of agencies life and accident depart- 
ment; Joseph Lacey, assistant secretary 
accident department; D. J. Bloxam, 
agency instructor; Dudley Gray, super- 
intendent extension bureau; C. H. 
Smith, liability and compensation de- 
partment; Ralph Morrow, group de- 
partment: Mr. King, life and accident 
department; Rodney McCathran, field 
assistant compensation and liability de- 
partments Travelers Indemnity. 

Many Subjects Discussed 

The Monday sessions were given to 
casualty lines including automobile, and 
Tuesday morning was taken up in the 
discussion of life insurance selling prob- 
lems and analysis of the company’s con- 
tracts. Group insurance was given an 
important place on the program. On 
Tuesday afternoon there were taken up 
additional points on the various lines 
which needed further elaboration. 

The party were guests of the Travel- 
ers at luncheon on both days and on 
Monday evening a banquet was given 
at which were present a few outside 
guests. Thos. P. Harvey, Indianapolis 
attorney identified with the company’s 
claim department, was toastmaster. The 
speakers were United States Senator 
Harry S. New of Indiana, Mayor “Lew” 
Shank of Indianapolis, Colonel How- 
ard and Patrick J. Kelleher, for the past 
twelve years a representative of the 
Travelers in Indianapolis. 


Good Arguments in “Ads” 


Twenty-three Indianapolis life insur- 
ance general agents are paying for a 
series of advertisements which appear 
each Monday morning in an Indian- 
apolis daily newspaper. The advertis- 
ing copy is made up very attractively 
and contains many good pointers and 
sales arguments. 

One advertisement contained the fol- 
lowing copy and created considerable 
comment: 

“This Talk is for Fathers. 

“It is to show them the value of 
starting their boy on the life insurance 
road early. 

“For life insurance teaches the boy 
thrift. The premiums form a saving 
that help guard his future, that are 
lower if the insurance is taken early, 
say when the boy is 16 or 17, than when 
he is older. 

“And also, if a limited payment form 
of contract is taken, the young man 
will have it fully paid for before he is 
forty. 

“Help your boy on the thrift road: 
and if he is 16 or more, do it now. The 
boy needs the father’s advice and coun- 
sel in regard to this, one of the big 
things in life. 

“Life Insurance—The Greatest Thing 
in the World.” 


Stanislaw F. Shimkus, general mana- 
ger of the South Chicago branch of the 
Globe Mutual Life of Chicago, has been 
appointed a trustee of the company. 











AC 

















XUM 


March 23, 1922 


BANK SAVINGS PLAN 
IS BARRED IN TEXAS 


Deputy Commissioner Scott De- 
clares It Is in Violation of 
Laws of State 


AGAINST PUBLIC POLICY 


Numerous Objections to Scheme Ad- 
vanced in Addition to Those on 
Legal Grounds 
TEX., March 21.—In a 


Cravens, 


AUSTIN, 
vigorous letter to 
Roberts of Houston, Deputy Insurance 
Commissioner Scott condemns the pro- 


Dargan & 


posed plan whereby the savings depart 
ment of a bank and a life insurance 
company were to cooperate in carrying 
The 
patron would pay the savings account 
and the bank would pay the premium 
In this particular case the proposed con- 


life insurance on a patron of both 


tract was between the Houston Loan & 
Trust Company and the Northwestern 
National Life of Minneapolis, incident 
to its adoption of the bank savings life 
insurance plan as proposed by the Cra- 
vens, Dargan & Roberts agency Mr. 
Scott says such a plan is against the 


laws of Texas and that the commis 
sioner of insurance and banking will 
never approve it. 





Texas Deputy's 


Mr. Scott quotes the Texas law which 
defines insurance agents. Then he com 
ments: 

“Regardless of what contracts or 
agreements may be made to read, the 
ultimate purpose of this arrangement, or 
scheme, is the sale of insurance. The 
depositor, or policyholder, is induced to 
deposit his savings in the bank for the 
purpose of paying the premiums on his 
insurance policy He has no control 
whatever over his own money aiter it 
is deposited in the bank, the bank act- 
ing his agent in paying his insur 
ance premium, likewise as the agent of 
the insurance company in receiving and 


as 


transmitting this money for this pre- 
mium, or paying the premium on his 
policy of insurance held in the bank 
The insurance company receives and 


gets the benefit of this money paid into 
the bank by the depositor, or 
holder. meaning one and the same thing 


poli \ 





in this instance The bank is the bridge 
from pay-day to premium-day, and is 
functioning as the agent of the insur 

ance company, most issuredly coming 
under the definition of agency as dé 

ned m section 465 “ 

Another section is thet noted by 
Mr. Scott, which prohibits any corp 
ration or stock company trom acting as 
agent for any life insurance company, | 
and which defines such agen and he 
adds It is the opinion o the 1 te 
ind the ruling of this department that 
he proposed ni sured Ss ings che < 
im violatio of the two iboOVv«e cit 
sections of the Texas surat , 

“Against Public Policy” 

Mr. Scott is inst such contracts 

matter of public policy, he having 
tinued his letter as follows 

And, further, even should this 

Ange nt be held yur 1 to 
} i violation of the Texas agen | 
this department is oppose t} 
because it is not sound s it endeavors 
to homologize the d mes é 
surance an ant g petwe < 
there is no struct t The oO 
motion of the id is a ‘ ce to tl 
cause of life insurance and should he 
discouraged bv all lite insurance con 


refusing to join with any bank 


irrving scheme 


panies bv 


in ¢ out 


There 1s 


LIFE 


PHOENIX MEN GATHER 


MANAGERS AT HOME OFFICE 
Important Agency Questions Scheduled 
for Discussion By Officials 
of the Company 


HARTFORD, CONN., March 21.- 
All the salaried managers of the Phoe- 
nix Mutual Life gathered at the home 


office Monday for a conference. The 
visitors represented all corners of the 
United States President Holcombe 
opened the first session and was fol- 
lowed by Vice-President Winslow Rus- 


sell, who outlined the agency plans for 
the year. 


Subjects for Discussion 


Among the subjects and speakers on 
the program are 

“Increase in Organization in 
Agency Fund Available and Apportion- 
ments by Agencies, Proportion of Busi- 
ness Expected from New Men, and 
Compensation Contracts,” by Agency 
Secretary Terrill; “Method of Handling 


1922 


Surplus Funds,” by Vice-President 
Welch; “Territorial Analysis,” John M 
Holcombe; “Sales Service Improve- 
ments, Efficiency Staff Changes,” As 
sistant Agency Manager Secoy, and 
Leon Soper; “Discussion of Ways and 
Means of Reducing Branch Office 
Costs,” Mr Terrill; “Disability Pro 
visions,” Assistant Secretary Yost; 
“Methods of Securing Contact with 
Right ypes of Men,” Mr. Secoy ‘>e- 
curing Contacts,” J. F. Newton; “Selec- 
tion, Rating, Scale, Tests, Etc..” J. M 


Holcombe, Jr.; “Binders for Additional 
Policies,” Assistant Secretary Goodwin 
“Methods of Selling Business to 


Prospective Salesmen,” Vice-President 


Our 


Russell; “Training Plans for the Fu 
ture,” D. Gordon Hunter; “The Job of 
Manager, Surplus Life Regulations,” 


Vice-President Russell; 
Mr Terrill; “Investment 
President Holcombe 


‘Lapsation,” 


Policy 


ever the increasing danger ot bank ta1l 
ures to be considered as a ghost to the 
arrangement In the year 1921 Brad- 
street reports 251 bank failures, while 
not a single legal 


reserve life insurance 
‘ 
t 


company failed, but, on the contrary 


made mor hut if one had failed, its 
policvholders would have been full 
protected by reinsurance, whereas thos 
many thousands of bank depositors lost 
much or most of their mone Had on 
of these banks been operating det 
one of the “Insured Savings Schemes” 
not only the insurance companics, but 
also tl rood name oft lite msuran< 
would have been betouled by the s 
Cation ind this great business built 
upon vears oF ¢ servativens 
oundness great const t d 
ould be ‘tamnted’ to the te t 
‘promotion.’ 
Make Life Insurance the “Goat" 
\s ail tter ol cours the ore 
sioritv of banks are safe and conser. 
tive and w d sens 2 : 
tior di aime 
su at tl Z dt l 
a t nt S 
{ cl 4 ©) 
, oO oid re , 
1 ~ aku 
| ( n 
S c 1m ) 
] i i ? , ; 
( the ( 
nee panics opt A t 
S es the hav. 
t har 
pst herein t pub t 
ctims tT s re t 1 | re 1 
1 this connection it would sil 
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PITTSBURGH PROGRAM 


CONGRESS 


SALES SPEAKERS 


Contest for Agents on Best Use of 
Graphic Methods to Be Big Fea- 
ture of Meeting 


PITTSBURGH, PA., March 21.—The 
sales congress to be held March 29 in the 
William Penn hotel by the Pittsburgh 


approximately 1,000 life insurance men 
to Pittsburgh 

One of the main features of the con 
gress will be the contest open to all 
agents his contest will be explained 
by George W. Ryan of Pittsburg, who 
will announce the prizes to be awarded 
the winners by the president 

The sessions will open at 9:30 Wed- 
nesday morning, March 29, with sing 
ing, led by Will A. Davis his will be 
followed by an address on “Human Ele- 


Salesmanship,” by Edward A 


president of the | \. Woods 


ments im 


\W oods, 


agency He will be followed by John 
L. Shuff, president of the National As 
sociation of Life Underwriters, whos 
subject has not yet been announced 
Carnegie Men te Speak 

At 10:45 o’clock Dr. E. K. Strong, of 
the Larnegk Institute School of Life I 
surance Salesmanship, will deliver n 
address on “How Men Are Influenced 
to Buy Other speakers at the mort 
ing session and their topics are Griffin 
M Lovelace director or the { rneg 
Tech insurance school, o1 Human 
Needs Supplied by Life Insurance”: ¢ 
] Rockwell, of Larnegn Pech "1 M 
chanics of | xecuting the Close.” 

Che afternoon session will convene at 
1:30 o’clock and will be opened with 


address on 
Opening the hl 


iollowed by al 
Methods of 


sliging, 


Graph 





terview by George W Rvan Chen 
comes the contest on “The Most Novel 
and Kffective Method of Presenting Life 
Insurance by Graphic Methods.” Th« 
discussion to follow will be led by Frank 
\. Wesley, of the Wallace Reid agency 
he prizes to be awarded are lirst 
S10 on gold second So on gold and 
third, $2.50 in gold 
Case Discussions Scheduled 
] he « test, « e disecu 
+s s \ ( he d ] d | krankln \\ 
( } using Insurance Phe 
at vil ed by Wilson Fer 
on s oO | N Dega d 
third | rar Sage rh will be 
le ed b sul ir\ Mr. Gai 
\t 0 ocloc ‘resident § Fr ( 
| ‘ ] ‘ } 1 n 
t , con 
IT hye cl 
] 
| t ‘ e \ 
} } 1} ter 
} 1 \\ 
, 
j | \ 
| 


~ f ‘ 
iz 
‘ 
P 
i 
( 
é 
| ‘ é 
i 
( t | iC { 
v 
\! Holco é i ubye \ 
( e « Sal Researe 


life underwriters is holding the interest 
of life insurance men of the Pittsburgh 
district. The sales congress will bring | 











LIFE INSURANCE NOT 
“COUNTER COMMODITY” 


Can Be Sold Successfully Only by 
Agents, M. J. Cleary Tells 
Minneapolis Men 


GIVES BANK PLAN A RAP 


Says Development Would Mean Make 
It Grocery Store Line—Against 


State Insurance 


MINNEAPOLIS, MINN., March 21 
If the practice of selling life insurance 
by banks and trust companies is estab- 
become general 


life 


lished, it is 
that 


apt to so 


eventually a policy will be 


dished out over the grocery counter, M 
]. Cleary, vice-president of the North 
western Mutual Life and former Wis- 


consin imsurance commissioner, said at 


a luncheon meeting of the Minneapolis 


Life Underwriters 


Mr. Cleary’s remarks were loudly ap- 
plauded by the more than 200 agents 
present rhe speaker was introduced 


Ralph M. Hamburger, 
the Minneapolis associ 
ferred 


president of 


ition, He was re 


to as the man who bad “human- 
ized the agency organization of the 
.orthwestern Mutual Life 
Praises Minnenpolixs Association 
rhe Minneapolis Life Underwriters 
\ssociation has an enviable reputation 
ong life men of the country.” said 


Mr. Cleary, “because of its effective ef 


orts to raise the ethics and standing of 
thie busmess of the agent This move 
| the hearty approval and support of 
the life insurance companies Life in 
surance needs the building up of a 
stronger, more intelligent, even in some 
cases a more honest selling organiza 
tion 
| have always had faith in the effi 
rency and potency of the selling organ 
ization Yet I can remember, not so 
very many years ago, when methods of 
many agents did not elevate the view of 
lite insurance before the public The 
life igents didn’t know each other 
These associations bring the agents into 
1 onal contact, and as a result | dare 
av we can all tind a lot of good in the 
other ellow and he benefited thereby 
The sociation movement has dons 
o bring about friendliness and 
operation among the agents than any 
ther one thing 
“Twisting” Shakes Confidence 
yeney il public will vive life 7 
en that plac which the agents 
se] create The public can’t ele 
te our busine ihbove a pomt to which 
we t it our lve Standards of all 
‘ t ft t the lawver 
or an one line orig) 
{ nd t ithout If we 
( | t r down hat some 
t |} bt t hoy can th 
oO Wi ot tl 
t nd ener to 
urance of th 
ither thar 
n | " 
li » shat 
@ } ‘ ' ‘ } 
lo t ' 
, , ou yu 
fi i te t 
Sarad 
if 4 - ‘ + ad 
rt c if t he ] 
it ! life nsur 
' rank hig 
| vwheve that life insur ince of toda 
nd « the future will be sold through 
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“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 
Nat hwenaly? 
G lnourance ian [if 


Home Office, Madison, Wis. 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35... .. .$31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 


Des Moines, Iowa 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Ageney 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








AGENCY CO-OPERATION 


through direct mail advertising is just 
one of the features which give Fidelity 
field men a distinct advantage. Last year 
we distributed 41,341 direct leads—all in- 
terested prospects who requested infor- 
mation. This service, and its original 
policy contracts, enabled Fidelity to show 
an increase of 28.35 per cent in paid busi- 
ness last year. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $203,000,000, Faithfully serving 
insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 














More agents reaé The National Under- 
writer than any other weekly newspaper 
ef insurance. There are reasons—plenty 
ef them Our subscribers know. 











the agency system. I had, as former 
insurance commissioner of Wisconsin, 
both the pleasure and the misery of pre- 
siding over an institution offering life in- 
surance without selling agents — the 
Wisconsin state life insurance fund. To- 
day less than 500 policyholders remain, 
and less than $500,000 of the insurance 
is in force. This proves life insurance 
cannot be sold over the counter. The 
agency organization is basic and neces- 
sary, an organization that is intelligent, 
appreciative of its responsibilities and 
with an understanding that the assured 
pays you for the service rendered—not 
the company. In return, he who is one 
of the public has a right to sit down 
with you and expect you can explain 
and diagnose his insurance needs, and 
sell him the kind and amount of insur- 
ance to fit his particular case. 

“T have heard of the life insurance 
agent who sells only 20-pay, or the fel- 
low who sells only ordinary life. But 
by so doing such agents confess their 
own weakness, their inability to render 
true service and fill the varied needs of 
the life insurance buyers. In selling 
life insurance the commission in view 
must not be the first consideration, but 
the actual needs of the prospect. 


Can't Eliminate “Middle-Man” 


“Some trying things have entered into 
the life insurance business. Some radi- 
cals have advanced the idea that life in- 
surance should be supplied by the state; 
eliminate the middleman and the pri- 
vately operated company. Yet, as a mat- 
ter of fact, the public will be best served 
by the individual agent studying and 
filling the needs of the individual buyer. 

“If the selling of life insurance is 
technical and complicated enough to be 
classed as a profession, as we think it 
is, that it therefore can’t be successfully 
operated as a side line is equally true. 
If it can, then we must admit the theory 
of that part of the public which de- 
mands state or government insurance. 
_“These movements are not revolu- 
tionary, but evolutionary. To permit 
life insurance to become a side line 
means, step by step, life insurance at the 
counter of the bank, the trust company, 
and eventually the groceries and other 
places. If this can be successfully done, 
why talk of any need of the skill and 
intelligence of the life agent? 

Don’t Overload Prospect 


“Be careful not to overload your pros- 
pect. Rather sell less than more than 
he can afford. If he is overloaded by 
the time the next premium is due he 
will lapse. The great stumbling block 
in our business today is the great lapsa- 
tion; and those lapsing have a grievance 
against both the agent who wrote them 
and the business as a whole that it will 
take two generations to overcome. The 
lapsing policyholder at once becomes an 
adverse center of influence.” 


Taylor Is University Speaker 

C. B. Taylor, general agent for the 
Northwestern Mutual Life in Philadel- 
phia, addressed prospective graduates of 
the University of Pennsylvania at the 
Wharton School Tuesday on “Insurance 
and Its Future in Business,” with par- 
ticular reference to life insurance. This 
lecture was the second of a series given 
in connection with Vocational Week at 
the University. 


New Life Company Organized 

The National Union Life is being or- 
ganized at Long Beach, Cal., with au- 
thorized capital of $300,000. Already 
$200,000 has been subscribed and paid 
up in cash, together with ample surplus. 
The remaining $100,000 2 capital will 
not be sold at this time. R. Rhoades, 
who has been connected w ‘ith life insur- 
ance for a number of years, is the mov- 
ing spirit in the organization. He has 
had 25 years’ experience in the business. 
The company has made a_ general 
‘agency contract with Mr. Rhoades. The 
National Union will confine its opera- 
tions to California the first year, but 
later will expand. It will operate on 
the Illinois modified reserve basis. 
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HOW OHIO NATIONAL WORKS 


USING NEW BANK PLAN f 
S| 


System Adopted Which Is Believed to 
Meet Objections Advanced by 
Life Underwriters 


The Ohio National Life of Cincin- 
nati is putting out a savings bank- life | 
insurance plan through the home office | 
general agency of Dube & Gordon, 
which is designed to obviate the objec- 
tions which have been used to this plan 
by life underwriters. The plan is prov- 
ing highly successful, $100,000 having 
been written the first month. The 
business is written by agents regularly 
employed by Dube & Gordon and the 
policies are delivered not through the 
bank but by the agents direct. 

Secretary Appleby says the plan is a 
direct outgrowth of the Thrift Week 
idea and that the sales canvass is a 
thrift-life insurance talk which brings 
out the strong points of both the sav- 
ings bank and life insurance. 


No Term Policies Sold 


No term policies are sold and the 
monthly payments are calculated to pro- 
duce $1,000 in cash at the end of ten 
years in addition to the life policy. The 
surrender value of the policy at the 
end of ten years is not included in the 
savings element, which is entirely sepa- 
rate. The first quarterly premium 1s 
taken out of the first monthly deposit, 
except in the case of endowments, when 
it is not quite sufficient. The only 
agreement which the assured signs in 
addition to the regular application 1s 
the form which covers the deposits in 
the bank and which in effect gives the 
bank authority to pay the premiums 
out of the deposits to the life com- 
pany. 

Get Good Class of Prospects 


A good class of prospects is written, 
to whom the thrift idea appeals. It 
was found, however, that over 70 per- 
cent of those written the first month, 
did not carry any life insurance. The 
bank handles the premiums free of 
charge in return for the work of secur- 
ing a depositor at the bank. While the 
policy invariably written is $1,000, a 
i threes and fives have been written. 
The business comes comparatively eas- 
ily and the agents are making money. 
It would seem that the plan is one mid- 
way between the industrial and the 
straight ordinary. 

Che following is a copy of the agree- 
ment issued by the Ohio National 
which the applicant signs and a copy of 
which is also posted in the pass-book, 
which is given to the assured: 

ASSURED SAVINGS PLAN 





Articles of Agreement Between Depos- 
iter and Bank | 

herein known as the} 
undersigned bank, 
hereby agree 


The undersigned, 
depositor, and the 
herein known as the bank, 
as follows: 

(1). The depositor 
in the bank on or before the Seis ieee 
day of each month for a period of 120 
months, the sum of $...........6., said 
monthly payments to be credited in an 
Assured Savings Plan pass book issued 
by said bank, to the credit of a savings 
account this day opened by the depositor 
with the bank in connection with said 
plan. 

(2). The bank agrees to credit the 
said savings account with interest, at its 
regular rate for savings accounts, said 
interest to be calculated on the balance 
standing to the credit of the depositor 
at each interest bearing period. 

(3). The depositor hereby authorizes, 
and the bank agrees to pay for the ac- 
count of the depositor, acting as his 
agent for this purpose, such quarterly 
or yearly premiums as may come due on 
a life insurance policy issued by the Ohio 
National Life Insurance Company of 
Ohio, on the life of the depositor, bearing 
number..... me GateG..ccccsens , and to 
charge said premiums when due to said 
account, 


agrees to deposit 





(4). The bank shall be under no obli- 
gation to pay any premium or premiums 
if at the time it or they become due, the 
depositor is in default of the regular 
monthly deposit above referred to. It 
shall lie within the discretion or option 
of the bank to pay a premium or pre- 
miums, even if the depositor is in suc 
|} default, or to refrain from paying same, 
in which case the said bank will trans- 
fer the said savings account of said ad 
positor to a regular savings account, and 
will notify the depositor by letter ad- 
dressed to his (her) last known address 


of its action in refraining to pay the 
premiums and so transferring the a 
count, 


(5). The depositor hereby that 
no part of the funds on deposit in said 
savings account shall be subject to wit! 

drawal during the 120 months perio 
covered by this agreement (except n 
ease of his (her) death during such 
period) excepting for the payment o 
premiums by the bank as herein directed. 
so long as the life insurance policy abov: 
referred to shall remain in full force and 
effect and the bank shall continue to pay 
the premiums thereon when due 

Plan for Withdrawal 

(6). The depositor shall have the right 
upon 30 days’ written notice presented 
to an officer of the bank, to withdraw 
from this agreement, and in case of such 
withdrawal, the depositor shall be en- 
titled to cancel the agency of the bank 
to pay said premiums, and the funds on 
deposits to the credit of the said savings 
account, shall thereupon be subject to 
withdrawal upon the same terms and 
conditions as « regular savings account 
in said bank 

(7). In the event of death of the de- 
positor prior to the expiration of said 120 
months period, the bank will pay the 
amount on deposit in said savings ac 
count to the duly accredited representa- 
tive of the depositor’s estate upon sur- 
render of the said pass book; but, if th: 
depositor shall deposit continuously the 
above noted monthly deposit for the full 
12@ months, then the bank will pay upo) 
the expiration of said period of 120 
months, upon surrender of the said pass 
book and this agreement, the sum of 
Di ek itee noes provided, that if the deposits 
shall not be regularly made and the bank 
shall continue at its option to pay said 
premiums for the said 120 months period 
then the bank shall pay upon such sur- 
render whatever amount appears to the 
credit of said savings account. 

(8). This agreement shall not be as- 
signable or transferable, and shall con- 
stitute together with the said pass book 
the entire agreement between the par 
ties hereto. 

(9). It is understood between the par 
ties that the bank shall not be liable i1 
respect of the validity of the said lif« 
insurance policy, or for the fulfillment 
by the Ohio National Life Insurance 
Company of Ohio of any of the privi 
leges, undertakings, benefits or obliga 
tions undertaken in said policy, and in 
the event of the withdrawal of the de- 
positor from this agreement as set forth 
in clause 6 hereof, of the exercise of the 
option by the bank to cease paying pre 
miums under clause 4 hereof, the bank 
shall no longer be responsible for the 
payment of the premiums when due un- 
der said life insurance policy. 


agrees 





Lincoln National Leaders 


R. W. Fowler, manager of the home 
office agency of the Lincoln Nationa! 
Life led all agents of that company in 
paid-up personal production for 1921, 
with only a few thousand dollars mar- 
ein over S. J. Payne of Charleston, W. 


Va. S. A. Bardwell of Cleveland, O., 
is third on the list, and O. F. Gilliom 
of Indiana, the winner last year, 1s 


fourth. The runners-up are J. L. Muel- 
ler, Indiana, fifth; W. E. Campbell, 
Ohio, sixth; T. M. Knox, Chicago, sev- 
enth; O., Douglas, Texas, eighth; R. 
C. Lowes, Illinois, ninth; J. J. Spear 
Chicago, tenth. 


Shenandoah Life Meeting 


The annual meeting of officers and 
stockholders of the Shenandoah Lif 
Tuesday was addressed by Governor E. 
Lee Trinkle of Virginia, first vice-presi- 
dent of the company. He was presented 
with a loving cup carrying the names of 
the leaders in “Trinkle Month.” A 5 
percent dividend to stockholders was 
declared. A goal of $95,000,000 was set 
for this vear. 
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PUTTING THE MESSAGE ACROSS 


Some of the Essentials That Must Be Used in Impressing the Mind of 
the Prospect 


ETROIT, MICH., March 21—Archie | 
D Utter, general agent of the New 


England Mutual at Detroit, is no 
orator, but he certainly does know how 
to talk life insurance. He not only 
knows how to talk it, but he sells it— 
and he has a bunch of salesmen that are 
some salesmen. His office rolled up 
$5,000,000 last year. He has been with 
the New England 30 years. 

Mr. Utter was the headliner at the 
monthly’ gathering of the Detroit Life 
Underwriters’ Association, the _ sales 
congress part of it, which starts at 8 
o’clock after the feeding and the verbal 
fireworks 

Repair Shop Is Needed 


“A sales congress is like an auto re- 
pair shop—we’re here to be oiled, ad- 
justed, tuned up, and its along that line 
[ want to talk to you, about our short- 
comings in the field. I want to sell a 
iew ideas to you. When you get a 
prospect half thinking about your prop- 
osition he’s half sold,” he said. 

“We have been hearing a good deal 
the last few years about putting our 
business on a professional basis. We 
haven’t done so yet. Fifteen percent of 
us are closing 75 percent of the busi- 
ness. Fifteen percent of the men in this 
room are doing 75 percent of the busi- 
ness being done by us in this city. It’s 
the same all over the United States. The 
15 percent are the professionals. They 
have paid the price to attain the stand- 
ard. The 85 percent don’t realize the 
price they must pay to qualify as profes- 
sionals. 

Don't Digest the Food 


“Engineers, doctors, lawyers have 
paid for the knowledge and the training 


that secures respect for their opinions. | 
We, on the contrary, are altogether too 
casual, We casually scan the insurance 
journals; we don’t digest what they give 
us. We don’t digest what our home 
offices give us. The man we call on un- 
derrates our knowledge. He dominates 
us unless we have a profession. 

“You can’t get an education without 
paying the price for it. The 85 percent 
are not engaged in a profession, They 
are merely soliciting, peddling, making 
a living. Make your business a profes- 
A man never thoroughly under- 
his line until he can 


sion, 


stands 


Don’t debate with your prospect. 
Wait until the water is all out of the 
Put your message across.—A. C. Utter. 


every argument he has set up. 
barrel, and then pour some in. 


plain enough, thorough enough, 
plete enough, to convince his prospect. 
Create business. Don’t just solicit it. 


Greatest Competitor Is Yourself 


“Your principal competitor, 
greatest obstacle to success, is yourseli, | 


make it | 


com- | buying a home on contract. 


your | 


not the other companies or the other | 


salesmen; not the people you talk with. 
You are the president, the general man- 
ager, the whole works of your own cor- | 
poration. Criticism taken internally is 
most wholesome. You will make more 
progress criticizing yourself than in 
criticizing the conditions in your office. 

“Il was requested to talk particularly 
as to field conditions, The leading con- 
dition, as I take it, is the creation of 


business where there doesn’t seem to be | 


any. Your man may talk to you about 
his adverse circumstances. To him I 
say, ‘1 suppose your problem is ready 


LIFE INSURANCE EDITION 


money, capital. That’s the live issue | 
with you all the time, Then if that’s | 
your problem, isn’t it multiplied many | 


times when your widow steps into your 
shoes without your earning ability? 
After 


Everyone Income 


“*The newspapers are full of stories 
] worthless securities—mil- 


ot iosses in 
lions of dollars Why lo secure an 
incom¢ What is the big, material thing 
you are after? Income, isn’t it lt 
that is the big idea with you isn’t it the 
big idea, too, tor your wite and chil- 
dren?’ 

rhere’s a big field among men of 
moderat« means. We haven’t laid 
enough stress on incomes of $25 a 


month, Men may say to you, ‘I wouldn't 
bother leaving any such piker income as 
that for her.” That’s all very well, but 
$25 will pay her rent, or it will help 
make the monthly payment if they are 


Let him talk himself out. Ignore 


Tell 


him 


the $300 a year will buy a thousand 
30-cent meals, or it will buy 3,000 loaves | 
of bread, or it will keep them all in 
clothes. 

What 825 2 Month Will Not Do 


“Your man now begins to get the idea 
of what a lot of things $25 a month will | 
not do. Men who think $2,000 or $3,000 
is a good deal of money to leave will 

that even $5,000 isn’t so much. 
“Our business is to build up a senti- 
ment. Some think the money 
paid for premiums is buried in a big 
hole under the home office building. 
My company issues a news bulletin 
about every 30 days. It is sent to pol- 
icyholders and prospects. We _ have 
shown that life insurance premiums have 
into all the big activities of the na- 


W e every the i 


Sc 


people 


rone 


tion. discuss phase of 


liie insurance question in these bulletins 
Ch create a preparation for the sales- 
mat 
Use of Letters 
etter from some prominent 
wyer, banker, merchant—ex- 


ressing his opinion of life insurance, It 


goes at par, while your statements are 
discounted 50 percent. I use this as an 
troduction.” 

Mr. Utter here unrolled a statement 
signed by 75 of the best known men in 
Detroit, not typewritten names, but then 
ow John Hancocks,” written with a 
pen. 


We're altogether too timid about put- 
ng it up to Mr. Man,” Utter continued. 
“After you have made your proposition 
1 discussed back and for- 


it has bee 


al i 

ward, says to him, ‘Well, the evidence 
is all in. Do you want it or don’t you?’ 
Put the issue squarely up to him, One 
great weakness with many of us is to 
bring the matter to a head l’ll say, 
‘Mr. Jones, I’m all through I’ve told 
you everything there’s to tell about it 
lf I’m wrong let’s tear up this applica- 


tion If I’m right let’s go ahead and 
‘ e it up Che ‘right or wrong’ basis 
at th ritical moment closes many a 
hesitating prospect, 
(luestion Is, How Macht 
‘The 85 percent of us who are just 


making a living are unconsciously fol- 
lowing unprofessional habits. They ap- 
proach a man feeling he is antagonistic, 
that he doesn’t want insurance, and that 
he has to be convinced he does want it 


That is putting the cart before the 
horse everyone wants life insurance 
today It is only a question of how 
much insurance, or how much additional 


he can afford 
“Don’t approach him in a negative at 


Msurance 


titud Your attitude must be positive 
| know you are going to buy more in 
urance’ tell hin ‘The question is, 
whet Just let me talk it over with 
you | didn’t come in to ask if you 
want it | just have a few ideas to 
submit.’ 

“That's rt of the strategy of our 
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INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 


CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This ie a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 8-7 Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








YOUR NAME 
V> HERE 
fa Pencils Build N 


Good Will and Bring Results 
Turn your prospects inte 
customers and your cus- 
tomers into friends b 


lam mmel | Mind 


te ees them wit 
poe 


rade Advertising 

Lead Pencils, printed 
with your aivertisement. 
No other advertising spe- 
cialty costing so_ little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


4a “Ad” in the | hand i is worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 


We al Tee led (ee hh tet 
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~ HOME re INSURANCE CoO. 
EW YORK 
WM. A. MARSHALL President 


The 62nd Annual _ Report 
| Premiums received during 
year 1921 


‘shows: 
the 
Lisnbentabadetaihwiadives $6,990,547 
Payments to Policyholders and 
their beneficiaries in Death 
Caime, Endowments, Dividends, 
Dal 9nbdgacunsdedéhessouetonsccen 
Amount added to the Insurance 
NE sc ccanésnhedansion 
Net Interest Income from Invest- 
ment 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
of the amount expected. 
Insurance in Force..... 
Admitted Assets 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern 
Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 


4,740,340 





2,121,307 | 
1,964,050 | 











Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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yor for 
insurance 
For- 
feaze 


profession, Every man is 
a good investment, and life 
is the best investment in the world. 
tify your facts so a man can’t 
you with his fool questions, and still 
more foolish statements. Get all his 
reasons why he shouldn’t buy and when 
he’s through ask him if he’s sure he 
hasn't overlooked anything. ‘You have 
taken the wind out of my sails,’ tell him. 
‘The very conditions you have recited 
are the very best reasons for you to 
sell yourself. /f the premium on $10,000 
is too big for you uhat will the lack of 
insurance mean to your family.” 

Put the 


Message Across 


“Don’t debate with him. Let him talk 
himself out. Ignore every argument he 
has set up. Wait until the water is all 
out of the barrel and then pour some in. 
Put your message across. 

“Some men will tell you they haven't 
time to talk, to put your proposition in 
writing. Ask them what they want their 
lawyers to do when a case is coming 
up in court—write about it or go to 
court? Well, when he’s going to try 
your case you want a hearing. 

“In closing, | wish to remind you 
there is an intangible asset in business 
known as good will. Let us cultivate it 
in our profession, Let us all lay our 
cards on the table. Let’s help each 
other.” 


GOOD PROGRAM IN OKLAHOMA 
Orville Thorp _ W. B. Burruss Prin- 
cipal Outside Speakers for Con- 
gress April 8 


OKLAHOMA CITY, OKLA., March 
21.—Principal speakers at the sales con- 
gress of the Oklahoma Life Underwrit- 
ers’ Association, to be held here April 8, 
will be Orville Thorp of Dallas, Tex., 
former president of the National Asso- 


ciation of Life Underwriters; W. B. 
Burruss of Kansas City, Mo., widely 
known life insurance man; Stratton D. 


Brooks, president of the University of 
Oklahoma; E. W. Hardin, state insur- 
ance commissioner, and G. W. Gable of 
Muskogee. 

The congress will be the third held by 


the Oklahoma association. All life in- 
surance men, whether members of the 
association or not, are invited to at- 
tend, 

Marmaduke Corbyn of Oklahoma 
City, general agent for the Central 
States Life and president of the asso- 
ciation, will welcome the visitors. “Cash 
with Application—How to Get It,” will 
be the subject of Mr. Gable’s address, 
followed by a talk on “Practical Psy- 
chology as Applied to the Life Insur- 
ance Business,” by E. A. Braniff of 
Tulsa, Equitable Life of New York. 
Fred Goldstandt of Oklahoma City, 


general agent for the Equitable of New 


York, will lead a discussion of “Case 
Methods.” “Agents’ Problems in the 
Field” will be Mr. Thorp’s subject. 


Immediately following the noon recess 
Ek. S. Emmert of Muskogee, general 
agent for the Northwestern Mutual 
Life, will speak on “Money Value of 
Each Interview.” “School of Life In- 
surance Salesmanship” will be the sub- 
ject of the address by President Brooks. 
\. L. Farmer of Tulsa, New York Life, 
will speak on “The Insurance Business 
Profession” and will be followed by 


asa 


a discussion of “What I Said and What 
He Did When 1 Closed My Hardest 
Case,” led by George E. Lackey of 


Oklahoma City, general agent for the 
Massachusetts Mutual Life. “Shake- 
speare, the Salesman,” will be the sub- 
ject of Mr. Burruss’ address. 

Ed S. Vaught, Oklahoma City attor- 
ney, will be toastmaster at the banquet 
Jn the evening. 

McConachy to Continental 

C. A. MeConachy, for the past two 
years connected with the actuarial de- 
partment of the Bankers Reserve Life, 
of Omaha, leaves April 1 to become 
chief actuary for the Continental Life at 


St. Louis. 





FEW LOCKWOOD BILLS 
PASS IN NEW YORK 





Untermyer and His Cohorts 
Worked Valiantly for Their 


Pet Measures 





RATING BILL IS APPROVED 





New Law Permits Life Company to 
Invest Up to 10 Percent in 
Real Estate 





NEW 
of the 
insurance 


After 
far as 


York, March 20. 


most eventful sessions, so 


one 
are concerned, ever 
York legislature it 
Friday last. 
Lockwood 


interests 
the New 
adjourned sine die 
the 
committee together with the chief coun- 
battled vigor- 
they had 
it was 


held by 


Members of housing 


Untermyer, 
bills 


enactment ot 


Samuel 
for the 18 
the 

by their 


sel, 
ously which 
cffered, which, 


claimed preponents, would 
the present acute 
housing shortage. Despite the activity 
of Senator Lockwood and his asso- 
ciates however, only nine of the meas- 
ures passed the legislature; the re 
mainder going down to defeat. Gover- 
nor Miller flatly refused to extend the 
life of the legislation nor will he call 
it in extraordinary session unless an 
emergency justifying such action should 
arise. Such of the insurance measures 
as went through the legislature are now 
before the Governor for — decision. 
It is assumed that all will be approved. 


markedly relieve 


Investment Measure Passed 


\mong the measures affecting insur- 
ance interests that met with favor by 
the legislators are the following: That 
permitting life companies to invest up 
to 10 percent of their assets in real 
estate and home building and the bill 
giving the state insurance department 


authority to regulate fire and casualty 
rates and to pass upon their “reason- 
ableness.” 

The investment measure was enacted 


more particularly to permit the Metro- 
politan Life to spend $100,000,000 in the 
erection of homes and apartments for 
the industrial classes, should such de- 
parture seem wise to the company’s 
management after a thorough investi- 
gation of the building situation, and the 
probability of an adequate return to its 
policyholders upon the investment 


Rate Regulation Measure 


regulation measure, which 
Superintendent Stod 


number of insur- 


The rate 
was prepared by 
dard, assisted by a 
ance company executives, stipulates 
that all companies operating in New 
York shall join a ratine organization; 
the state insurance department having 
full power to review the “reasonable- 
ness” of the tariffs imposed. Should 
dispute arise as to the ruling of the 
department appeal may be made to the 
supreme and appellate courts of New 
York. The act does not apply to life 
companies “nor to contracts for health 
and accident insurance; nor to con- 
tracts of insurance against upon 
or in connection with marine transpor- 
tation risks or hazards other than 
contracts ot insurance upon automo 


ire or 


biles, airplanes, seaplanes, dirigibles or 
other aircraft: nor to contracts of in 
|} surance upon property located without 
this state; nor to contracts made by 


persons, partnerships or associations 


authorized to do business under articies 


but 


five, six and seven of this chapter: 
it shall apply to all other forms of in- 
surance mentioned in any article of 
this chapter.” 

The bill, while acceptable to the 











| stock 


association fire and casualty offices was 


bitterly opposed by the non-organiza- 
tion fire, declared to Mr. Untermyer 
that by forcing them to bureau mem- 


bership he was thwarting competition 
and the smaller companies would suffer 
thereby. It is assumed that Governor 
Miller will sign both measures referred 
to, and that enforcement of the rating 
law will date from July next. The bill 
carries with it appropriations for $23.750 
for the employment by the insurance 
department of additional help necessi- 


tated by the greater work the carrying 
out of the law will entail upon the 
Department 
Some Bills Badly Beaten 

No other insurance measure of mo- 
ment was favorably received by the 
legislators, despite their ardent cham- 
pioning by Mr. Untermyer, and_ the 
Lockwood committee members. Some 


of the bills upon which the committee’s 


counsel had set his heart were badly 
beaten, to the great irritation of Mr. 
Untermyer. The latter was especially 


concerned in pushing the Downing bill, 
which sought to create a monopolistic 


fund for writing workmen’s compensa- 
tion insurance. 

Mr. Untermyer also lost out in his 
effort to compel the life companies to 
increase up to 30 percent of their re- 
serves, investments in_ real estate 
mprtgages, and to forbid the fire and 
the casualty offices to hold as assets 
securities other than those now  per- 
mitted the life companies and the sav- 
ings banks His further endeavor to 
withdraw from the superintendent ot 


insurance the right now held of extend- 


ing in his discretion the time in which 
life companies may dispose of their 
stock holdings was defeated. The 
present period of grace granted the 
companies will expire on Dec. 31, 1926. 

Failure of the Legislature to act 
favorably upon the majority of the in- 
surance bills so incensed Mr. Unter- 
myer that he bitterly attacked those 
whom he held accountable for their de- 
feat The especial object of his ire 
was Jesse S. Phillips, former superin- 
tendent of insurance in this state, and 
now general manager of the National 
Bureau of Casualty & Surety Under- 
writers. 


LINEUP OF THE ‘CONTINENTAL 


Officers and Directors of the Company 
That Has Just Moved to St. 
Louis 


Cooper has resigned as vice- 
the Continental Life of St. 
was in the original group 
control of the company’s 
Melson is president, 
follows 
M. Har 
Schweich 


Mills, 


secre- 


John W. 
president ot 
Louis He 
that secured 
Kkdmund P 
the other officers being as 
Charles D. Bolin and Pickens 
per, vice-presidents; P. R 
agency superintendent; J. DeWitt 
secretary: Louis Marks, assistant 
tary: C. A. McConoghy, actuary; Dr. (¢ 


R. Dudley, medical director; Judge 
Charles G. Revelle, counsel; J. A. Me- 
Coy, manager health and accident de- 
partment 

The directors are John Cc Atwood, 
general manager, National Ammonia 
| company; Charles D. Bolin, vice-presi- 
dent: Walter W. Candy, president, Busy 
Bee Candy Company; Davis S. Blanton, 


president, 


Blanton Company; J. J 


‘Frey, vice-president, Liberty Central 
rust Company; Edwin F. Guth, presi- 
} dent, St. Louis Brass Company; Will- 
iam B. Ittner, architect: Charles Maull. 
president, Maull Bros.; Ed Mays, presi- 
dent, New Market Bank: Edmund P 
Melson, president; William G. Morgan, 
attorney; William M. Sutherland, presi- 
dent, W. M. Sutherland Building and 
Contracting Company: Alexander Te- 


Loose-Wiles 


belmann, general manager, 
Biscuit Company 


Rogersor daughter of 
president of 
Virginia 
Parrish, Jr., 
man of Rich- 


Kathryn 
T. Rogerson, vic« 
Insurance Company of 
William Joseph 


young business 


Life 
married to 
Prominent 
mond. 
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HARTFORD LIFE CASES 


GONE TO U. S. SUPREME COURT 
Old Safety Fund Department Policy- 
holders Object to the Heavy As- 
sessment on Certificates 





WASHINGTON, D. C., March 21.— 
Petitions for writs of certiorari have 
been filed to the United States Supreme 
Court by the Hartford Life, against the 
executors of the estate of Alonzo J. 
Douds, deceased, and Robert H. Lang- 
dale. : 

In its petition the company states that 
on Nov. 10, 1916, Alonzo J. Douds, the 
holder of three certificates for $1,000 | 
each, issued in 1883 by the company’s | 
“Safety Fund Department,” filed hat | 

! 





in Ohio in which it was averred that 

from and since 1895 the company had 
levied assessments against him under his 
certificates which were exctssive in 

amount and in excess of the rate of as- 
sessment specified in the table of rates 
incorporated in the certificates, the ex- 
cess being approximately $900. Douds 
asked for an account to determine the | 
amount of the excess of the assessments 
paid; and money judgment for the 

amount of such excess with interest, | 
and an injunction to restrain the com- | 
pany from thereafter levying assess- | 
ments against him under such certifi- 
cates in excess of what the Ohio court 
found to be the lawful and proper rate 
of assessment. 


Referee Was Appointed 


The court appointed a referee to take 
an account and make a report, his re- 
port showing that the assessments com- 
plained of were excessive to the amount 
of $1,875.15, and recommended the 
granting of the relief prayed for in the | 
petition. After the filing of this report, | 
Douds died and the case was revived 
by the executors. Judgment was there- | 
after entered by the trial court in favor | 
of the estate and against the company 
for $1,857.15, with interest The com- 
pany appealed the case to the court of 
appeals, which upheld the trial court, 
and this decision was affirmed by the 
Ohio supreme court. 


Taken To United States Supreme Court 


In bringing the case before the 
United States Supreme Court, the com- | 
pany alleges that the Ohio courts were 
without jurisdiction and that the case 
should have been brought and tried in 
Connecticut, claiming if it held that 
the Ohio courts had jurisdiction in this 
case, an assessment might be legal in 
one state and illegal in another, thereby 
destroying the mutuality and equality 
of the plan of insurance followed by 
the company. 

The petition in the case of Robert 
H. Langdale is similar to the Douds 
petition, the two cases being heard and 
disposed of together by the Ohio Su- 
preme Court. On Nov. 13, 1916, Rob- 
ert H. Langdale, holder of a certificate 
of membership for $3,000, issued in 
1882, in the “Safety Fund Department” 
of the Hartford, filed suit in the court 
of common pleas alleging excess as- 
sessments to the sum of approximately 
$850 and requested the same relief as 
was requested by Frank Douds. A ref- 
eree appointed by the court found ex- 
cess assessments to the sum of $849.77 
and the court entered judgment against 
the petitioner for that sum, together 
with interest, but did not decree the in- 
junctive relief prayed for by the certifi- 
cate holder. The Court of Appeals and 
the Ohio Supreme Court affirmed the 
decrees of the lower court. 


Future Sales Congresses 
Sales congresses have been arranged 
for Pittsburgh, March 29; Wilkes Barre, 
March 30; Philadelphia, March, 31; | 
Milwaukee, April 8; Detroit, April 10; 
Grand Rapids, April 1. Baltimore may 
arrange for a sales congress April 1. 
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Pan-American Five Point Victory Policy 





There Are Five Distinct Features 


1. 
2. 


5S. 


If You Die: 


Your family or estate will receive the full face of the policy. 


If You Die By Accident: 


Your family or estate will receive double the face of the 
policy. 


If You Suffer Total Disability: 


You will receive an annual income for life, and at your death 
your family or estate will receive the full face of the policy. 


If You Live: 


You are guaranteed a substantial decrease in premiums at 
every five-year period, which guarantees you a very low 
cost and a fully paid-up policy. 


If You Wish a Savings Fund: 


You can mature this policy as an Endowment according to 
its terms and receive more than the full face of the policy. 


The Pan-American writes a complete line of Accident and Health policies 


which are modern and up-to-date in every respect. Our Sub-standard Depart- 
ment has broadened our already excellent service to our agency organization. We 
wish to establish ten new general agencies. If you are interested, write to us. 


Pan-American Life Insurance Company 


New Orleans, U. S. A. 


Crawford H. Ellis E. G. Simmons 


President Vice President and General Manager 
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Few Claims Are Contested 


[Tue NORTHWESTERN Mutua Lire at 
the beginning of every year publishes a 
list of death claims that it is resisting. 


It gives a full explanation of each case. 


The NorRTHWESTERN says that some mis- 
informed persons believe that life insur- 
ance companies contest the payment of 
frivolous and _ technical 
1, this year the NortH- 
WESTERN Mutua had death claims and 
others for $74,545 which it was resisting. 


death losses on 


grounds. On Jan, 


One of these policies was for $50,000, the 
others were smaller. Since organization 
the NorTHWESTERN has paid to repre- 
sentatives of deceased policyholders: $292,- 
$21,314. The total death claims paid last 
year were $18,250,475. The 
contested claims, therefore, are very few 
in number and small in amount. We 
believe 


company’s 


that every company might well 
publish such a list for its own agents to 


show how few are contested and for 


what reason 
Here is the NorTHWESTERN MurtTUAL’s 
list for example: 


Policy 793497, $50,000. This was a cor- 
poration policy. It was assigned in Au- 
gust, 1910, by the proper officers of the 
corporation to the wife of the insured, 
After death of insured in December, 1910, 
the company paid the policy to the wife 
as assignee. The beneficiary corporation 
was adjudged bankrupt Feb. 28, 1911. 
The trustee in bankruptcy questioned 
the validity of the assignment of the 
policy to insured’s wife and has sued to 
recover, attempting to make the com- 
pany pay the policy a second time. De- 


cided in trial court twice in favor of the 
company. Each time the case was re- 
versed by the supreme court of Missouri. 
It is expected the case will be tried again 
sometime in March of this year. 





Policy 249795, $2,! Amount 
claimed by insure a over and above 
actual tontine dividend. Suit began Jan. 


14, 1913, but never brought to trial. 

Policy 346929, $1,513.57. Amount 
claimed by insured over and above ac- 
tual tontine dividend. Suit begun April 
17, 1917. Company lost in trial court. 
Now pending on appeal. 

Policy 1267827, $10,000. Policy lapsed 
during first year because of nonpayment 
of premium. Insured later died. Admin- 
istrator brought suit August 8, 1919. 
Company denies all liability. Company 
lost in trial court. Case appealed April 
5, 1920. Our attorneys inform us it can 
not be heard for about three years after 
the date of the appeal. 

Policy 631628, $5,000. Term policy 
lapsed because premium due August 23, 
1914, was not paid. Premium was ten- 
dered after days of grace but refused. 
Insured never furnished certificate of in- 
surability for reinstatement. Company 
denies all liability. Suit begun Sept. 18, 
1920. 

Policy 1402056, $2,500. Policy lapsed 
for default in payment of premium due 
March 5, 1921. Insured died April §8, 
1921, as result of automobile accident 
on April 3, 1921 (before expiration of 
grace period). Plaintiff claims under 
disability premium waiver clause. Com- 
pany denies all liability. 

Policy 1504859, $3,000. Policy was 
dated May 7, 1921. In application, in- 
sured represented himself as a total ab- 
stainer and that he had always been 
such. On the contrary he was a drinker, 
often to excess. He died July 11, 1921, 
far less than one year from date of pol- 
icy. Insurance committee disallowed the 
claim and authorized contest on account 
of misrepresentation and fraud. 


Editorial Endorsements 


DurincG the past several months quite 
a few of the farm papers, and they are 
an influential lot as publications go, have 
given space to commendations of life in- 
surance as a means of guaranteeing to 
the farmer’s family the mortgaged farm 
and the note-financed stock and ma- 
chinery. 

Daily newspapers here and there have 
spoken of the business in a new tone of 
voice. Their special groove of thought 
has been that the life man of yesteryear, 
the butt of the jokesmith, has gone the 
way of the kerosene lamp and that the 
life salesman of today is a high-grade 
individual rendering ‘a real service to 
humanity. 

The “Saturday Evening Post” had the 
following to say in a recent editorial on 
the investment situation: 

“So often does the speculative itch 
defeat the real object of investing money 
that those who analyze clearly what 
they are really after turn to an increas- 
ing extent to various forms of insurance. 
R. H. Tawney, the English economist, 


recently called attention to the same 
situation as regards his own country. 
He says that people who really seek 
security are doing so, not by investing 
money in the usual sense, but by the 
purchase of insurance against sickness 
and death, by the purchase of annuities 
and by leaving part of their salaries 
with employers for pensions. Teachers, 
nurses and government employes are by 
no means the only classes that look 
forward to pensions, not to invest- 
ments.” 

The boosts which banks have given 
life insurance through advertising have 
no doubt had their effect on the editorial 
as well as the reader mind. 

The Penn Mutvat Lirr, through its 
agency publication, urges representa- 
tives to cultivate editors. It is a good 
idea. There is a big group of editors of 
business publications, sometimes classed 
under the general heading of trade jour- 
nals, who do much for business life 
insurance and group insurance and can 
render even more assistance. 
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Gaylord Davidson, who has _ been 
identified with the Shenandoah Life of 
Roanoke, Va., for the past three years, 
continues the leader of its agency forces 
including February, a position he has 
held every year, and practically every 


month of each year during his connec- | 


tion with the company. 
His leadership in February brings a 
double distinction in that for the 


greater part of the month his energies | 


were devoted almost wholly to special | 


building. He was ac- 
among the agents 


lines in agency 
corded first place 


who qualified for a position engraved | 


on the silver vase presented to the 
first vice-president, Gov. E. Lee Trinkle, 
by President Angell at the banquet in 
Roanoke Tuesday night, featuring the 
annual meeting of the directors and 
stockholders. This vase was filled with 
roses, typifying the volume of business 
and the quality of it written in Febru- 
ary—"Trinkle Month’”—and the title of 
“Knight of the Yellow Rose” was ac- 
corded to Mr. Davidson, 
volume of business produced by him. 

Mr. Davidson has just executed a new 
contract with the Shenandoah Life, 
which gives him the title of general 
agent-at-large, under which contract he 
may operate in any territory covered by 
the company, or hereafter to be ac- 
quired, As the company expects to in- 
clude Illinois and Minnesota in new 
territory to be taken over during the 
coming year, it is certain that Mr. 
Davidson will add greater achievement 
to his fine record in fields so well 
known to him. 

Mr. Davidson’s ability along publicity 
lines have been adequately demon- 
strated during his career. More than 
ever, now, however, even during these 
days of high personal production, is he 
developing this quality of salesmanship 
that has brought him wide distinction. 
He is, as is well known, the originator 
of the “editorial advertisement” so 
widely in vogue among great manu- 
facturing enterprises of the country. 

Mr. Davidson, who has been co- 
operating with Darst & Morgan, state 
managers for West Virginia for the 
Shenandoah Life at Charleston, expects 
to extend this cooperative work to other 
general agencies from time to time, in 
the various states of the company’s 
territory. 

At the meeting of stockholders and 
directors of the Shenandoah Life this 
week Mr. Gaylord’s leadership was pub- 
licly commended by President Angell 
and Secretary Andrews. 


President George A. Boissard of the 


National Guardian Life of Madison, 
Wis., is taking a vacation at Signal 
Mountain, Tenn. He is trying out the 


golf courses. there. Vice-President 
Minor Morton of the Volunteer State 
Life of Chattanooga lives at Signal 
Mountain Inn and consequently was 
the supervisor of Mr. Boissard’s activi- 
ties. — 

The week of March 6 was made a 
special week by the Public Savings of 
Indianapolis in honor of Homer A. 
Benson who completed his twelfth year 
with the company. Mr. Benson is 
editor of the company’s various publi- 
cations and in charge of its publicity 
generally and is popular with the men 
in the field. Mr. Benson had experience 
as a debit man himself with the Pru- 


signifying the | 
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P. F. DUGAN 


All this notwithstanding Mr. Dugan 


| lost his right arm some 30 years ago. 


| fore taking up 
| Dugan 





dential before the organization of the | 


Public Savings. 

P. F. Dugan, local agent for the New 
York Life at Celina, O., usually hailed 
by all who know him as “Pat” Dugan, 
in his nine years of service for that 
company has never failed to secure at 
least one application every week for 440 
consecutive weeks. It is more often 
three, four and five applications a week. 
Furthermore he has never failed, in his 
nine years experience in insurance 
work, to qualify for the $200,000 club. 


While Mr. Dugan is 65 years of age. 
he did not take up insurance work until 
March 17, 1913. (Note the day.) Be- 
insurance work, Mr. 
served two terms as probate 
judge of his county. 


The Princeton “Alumni Weekly,” 
the official magazine of the Princeton 
Alumni, in its issue of Feb. 22, pub- 
lished as a frontispiece a cut from a 
mural memorial portrait of George 
Washington recently executed by the 
well known artist, Wilford Seymour 
Conrow, of the class of 1901 of Prince- 
ton, for the George Washington Life 
of Charleston, W. Va. Harrison B. 
Smith, president of the George Wash- 
ington Life, graduated from Princeton 
in the class of 1886. The painting for 
the George Washington Life has re- 
ceived wide attention. At a Washing- 
ton’s birthday banquet of the Sons of 
the Revolution in New York, W. Lan- 
ier wrote the following concerning the 
portrait that was commissioned for the 
George Washington Life: 

“This small reproduction of the por- 
trait of George Washington by our 
fellow member, Wilford S. Conrow, is 
but an approximation of his original 
painting. I have examined critically 
practically every known _ portrait 
of Washington, and in my _  opin- 
ion, Mr. Conrow’s’ conception of 
the father of his country em- 
bodies truhtful likeness, virility and 
artistic quality in the highest degree, 
which entitles his painting to be classed 
with the most notable portraits of 
Washington that were painted from 
life, and superior to any of them in 
characterization. I never before have 
seen a portrait of Washington that so 
fully satisfied my conceptions of his 
actual appearance—physical, _intellec- 
tual and spiritual.” 

C. A. Seaton of the Seaton & Fitz- 
gerald, Canton, Ill, agency of the 
Equitable Life of New York, has re- 
turned from California. Mr. Seaton 
during his three months’ stay wrote, 
through the Los Angeles agency, over 
$250,000 of life insurance. 

Superintendent Thomas J. Houston of 
the Illinois insurance department, is 
making rapid progress in clearing up the 
tabular figures and the annual state- 
ments of companies reporting to IIli- 
nois. He has his force working in the 
most efficient manner and the decks are 
being cleared rapidly. Mr. Houston 
expects to be able to get out his pre- 
liminary tabular sheets in a short time. 
The text for the annual insurance re- 
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ports will be in the state printer’s hands, 
May 1 It is unfortunate that the state 
printer holds back the insurance re- 
ports For instance, the report cover- 
ing the 1920 operations of lite insurance 
companies is still in the hands of the 


state printer. Superintendent Houston 
is doing some splendid work with the 
department. He has organized it on a 


business basis and it is tunctioning et- 
fectively 


A large gathering of agents in the Al- |} 


bany district met at the cffices of the 
Phoenix Mutual last week to celebrate 


thirticth anniversary of their man-| 


ager, Henry H. Kohn. For the last | 


four months a contest has been going 
on among the agents in Mr. Kohn’s ter- 
ritory to honor him at this time. Mr. 
Kohn came to the Phoenix Mutual in 
i892 as superintendent of agents under 
M. V. B. Bull, then manager at Albany. 
In 1905 Mr. Kohn became a member of 


the firm, and on the death of Mr. Bull 
was appointed full manager, taking 
charge in 1912. Under his leadership | 
the Albany agency has practically led 
the entire field, and the growth of the 
agency is shown in the paid business, 


. . | 
which in 1906 amounted to $909,000 and 
in 1921 had increased to $2,704,000. The | 


results of the four months’ contest was 
announced at a dinner at which were 
present, in addition to Mr. Kohn and 
his agents, the officers and most of the 
directors of the company 


P. H. Lowrey, at Biue Mountain, 
Mississippi, according to “Points,” the 
house organ of the Mutual Life, has 
been “extending hospitality to unpro- 
tected Metropolitans.” Mr. Lowrey is 
a full professor in Blue Mountain Col- 
lege for women, and a part time insur- 
ance agent, representing the Mutual 
Life as district agent. Recently he in- 
duced two lecturers who visited Blue 
Mountain College, to take policies in 
his company, one for $25,000 and the 
other for $10,000. Needless to add, the 
men were “closed” on the first inter- 
view, and “Points” says that “The coun- 


try is full of lecturers, coming and going | 


through the lecture season, and Mr. 
Lowrey’s success with these two met- 
ropolitans could doubtless be equaled 
by others of our representatives.” 


Miss Anne E. Bowles of the St. Louis 


agency of the Central States Life of | 


St. Louis, was the leading producer of 
the company for February So close 
was the race that had U. S. Mudd of 
Oklahoma sent in another $1,000 of 
examined business the honor would 
have gone to him Although Miss 
3owles has been engaged in life insur- 
ance work considerably less than three 
years, she has twice qualified for mem- 
bership in the $100,000 club She is a 
student of the business, making herself 
acquainted with all the angles of pro- 
tection; the result is constantly in- 


creasing volume and an unsually high | 


renewal ratio. Miss Bowles sells poli- 
cies to stick 

Asa S. Wing, president of the Provi- 
dent Life & Trust, was deluged with 
greetings and flowers from employes 
and friends March 16 in recognition of 
his 55 years of service with the com- 
pany. Mr. Wing was born in Sandwich, 
Mass., and went to Philadelphia to live 
in 1857. Two years after the organiza- 
tion of the Provident Life Mr. Wing, at 
the age of 17, was employed as an office 
boy. In 1873 he was appointed assist- 
ant actuary and eight years later was 
elected vice-president. In 1906 Mr. 
Wing was made president of the com- 
pany, succeeding Samuel R. Shipley 


H. E. Moen of Wyoming led the 
field force of the Minnesota Mutual for 
February. Mr. Moen’s agency is about 
three months old. He succeeded in get- 
ting $242,000 for his agency in Febru- 
ary, of which $119,000 was personal 
business. 
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The Battle Field of Business 





ICTORIES are won on the battle field of business by the 
same elements that conquer in warfare. 


Speed and service at the strategic point determine the fate of 
sales as they have the destinies of empires. 


Dispatch in issuing business has always been one of the out- 
standing virtues of The Lincoln National Life Insurance Com- 
pany. The majority of Lincoln Life policies are mailed out, 
ready for delivery, the same day the applications reach the 


Home Office. 


Service of the untiring kind that goes all the way with the 

~ Lincoln Life field men has helped win many sales campaigns. 
In the growth of The Lincoln Life every section is being de- 
veloped along the line of strengthening and expediting its 
service. 


~~ 


You join forces with the elements that win when you 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $200,000,000 in Force. 
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CO-OPERATION 


Home office co-operation in the fullest sense of the 
word enabled our agents to increase their paid-for 
business in 1921 35% and make an increase of 40% 
in business in force. 


We have ample Educational facilities, also maintain a 
Prospect Lead Bureau and Circularization Department. 


A contract with us means increased facilities for busi- 
ness. We have General Agency openings in North 
Carolina and Arkansas, and several agency openings 
in our Southern territory. 


THE SHENANDOAH LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


o agency matters address W. F. Macallister, Agency 
gr. 














THE 
UNITED STATES 


LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Organized 1850 


Non-Participating Policies only. Over Forty-five 
Million Dollars Paid to Policyholders. 


JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, 
under direct contracts with the Company. Address 
Home Office, 105-7 Fifth Avenue, New York City. 
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SOME PITFALLS ONE MEETS 


Superintendent Lokes of the Phila- 
delphia No. 5 District of the John 
Hancock Gives Advice 


Superintendent George H. Lokes of 
Philadelphia No. 5 district of the John 
Hancock Mutual Life in the John Han- 
cock “Field” tells some of the ways to 
avoid the pitfalls and mistakes in an 
He enumerates those 
most likely to be fallen into by the av- 
erage man with the rate book. Mr. 
Lokes says: 

Experience has taught us that there 
are no pitfalls in the life insurance busi- 
ness except those made by the agent 
himself. If the simple rules of the com- 
pany are followed, life insurance work is 


|} the easiest and most remunerative of 
any vocation we know. But, notwith- 


standing the clear and comprehensive 


|} manner in which an agent is introduced 


to a debit it is not long before he evolves 
theories which knock actual experience 
into smithereens, and the instruction, in 
many cases, has to be gone over several 
times before the agent realizes that the 
assistant’s teaching will make for suc- 
cess if intelligently followed. We will 
take up the pitfalls in the order they 


occur to us, 





} 


When the average agent starts out to 
canvass he usually looks about him for 
some back alley, or small street, where 
the very poorest people live, imagining 
they are the only ones who can carry 
insurance, and when night arrives he is 
pleased with the success he has made. 
But, alas! he has collected no advance 


premiums on the applications, therefore, | 


when the contracts are ready for de- 
livery they are either refused, or else 
left on a promise that payment will be 
made “next week.” Next week never 
comes and finally the contracts must be 


cancelled with a great loss of time to the | 


agent as well as money, and much finan- 
cial loss to the company 
Canvass in the open where good busi- 


ness is to be had There are streets in 


every agency which have not been can- | 


vassed by an agent of any company for 
years. They are gold mines of produc- 
tion if properly worked. 

Never deliver a contract unless at least 
two weeks’ premiums have been col- 
lected thereon. This insures good qual- 
ity business and good condition of ac- 
count continuously. 

Never misrepresent the kind of con- 
tract you are offering. A twenty pay- 
ment life should be thoroughly explained 
as against a twenty year endowment. 
People appreciate a full explanation 
when the application is written and 
again when the contract is issued. 








Incorporated 1844 


Has shown steady and consistent growth. 
beneficiaries. 


field force. 


B. H. WRIGHT, President. 





STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Is progressive in every detail which is for the benefit of its policyholders and their 
A Home Office organization trained to render efficient service to policyholders and 


An agency organization that is capable, and loyal, happy in the knowledge that 
the protection and service furnished by its activities are unexcelled. 


D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies. 








We have seen men step up to a door, 
knock or ring the bell, and when it is 
opened by the good lady, instead of en- 
tering with a cheery “how-dy?” hesitates 
and asks, “want to see me _ today?” 
“Why, er—I think not today,” she stam- 
mers, but had no idea of passing the 
payment until he suggested it. He fool- 
ishly imagines this method makes her his 
friend, but it does not. It starts her on 
the wrong path and when the grace 
period expires and the contract is can- 
celled she throws all the blame on the 
agent, where it really belongs. 

An agent should never ask a person 
if they want to pay. He should con- 
fidently enter as if a refusal was the last 
thing in the world to expect. And, if the 
premium is not forthcoming he should 
express regret, because he was hoping 
“to have no arrears on his book this 
week.” This is no prevarication either, 
for every agent, every week, is striving 
for such a condition of debit 


Making Confidants of Contract-Holders 


This is a pitfall that causes more dam 
age than any other we know of. One of 
the best and most dependable agents the 
company ever had in its employ com- 
mitted an act that eventually caused him 
to leave the business entirely. His con- 
dition of debit was always excellent, 
even on short collection weeks. New 
business was steady and regular and 
cancellations always among the lowest 
in the agency. But, presto! a quick 
change came. His wife became ill, ne- 
cessitating her being sent to a hospital 
on a Monday morning. This made Mr 
Agent half a day late over the whole 
route, and he had to explain the cause to 
all the people Being a likable man and 
popular with most contract-holders, he 
was quizzed for several weeks thereafter, 
concerning his wife’s condition, by prac- 
tically every woman on the debit. Re- 
| sult—collections ran behind, arrears went 
sky-high, and no new business was writ- 
| ten. It took all his time answering 
| questions. seing a sympathetic man, the 
interest shown towards his wife touched 
him deeply and he had neither heart nor 
| courage to ask for new business or insist 
|} upon the premiums being paid up Ad- 
| Vantage was taken of his weakness. Not- 
| withstanding he was transferred to an- 
| other debit, within two years his service 
with the company had terminated. 

Never confide your personal or domes- 
tic affairs to contract-holders, and 
| Should you through any cause be de- 

layed a few hours in starting on the 
| debit, cut-in at the spot you would have 

reached had you started at the usual 
hour. Then later in the week hark back 
| to the early ones. Fewer explanations 
are necessary and the usual conditions 
remain undisturbed. 

Never confide to one contract-holder 
| the condition of another's premium book. 
| Such a practice has caused many a can- 
|} céllation and ruined many otherwise 
|} good agents. No business man risks a 





ingly of one customer to another. 


loss of patronage by speaking disparag- 
| 
| 


PRUDENTIAL MEN ADVANCED 


Activities of the Agents Out on the 
Firing Line for the Big 
Money 


Agent H. D. Thompson of Canton, O., 
of the Prudential has been promoted to 
the position of assistant superintendent 
in the same _ district Similar honors 
have also been accorded Agent John 
Richilano of Cleveland No. 1 whose ap- 
pointment as assistant superintendent is 
now in effect Monday, March 20, 1922 
Agent Frank P. Ferris of Cleveland 


| No. 2 has also been advanced to the posi- 


tion of assistant superintendent under 
his present superintendent 
Superintendent W. V. Swartzbaugh of 


Chillicothe, Ohio, has cempleted 25 years 


| of continuous service with the Pruden- 


| 


tial. In honor of the event, the com- 
pany tendered him a luncheon. In addi- 
tion to his staff the members of his 
immediate family were present, as well 
as Vice-President Edward Gray, Assist- 
ant Secretary William R. Konow, and 
Division Manager William H. Bettner 
from the home office. 

Superintendent Peter Larkin and his 
staff of Brooklyn No, 11 have succeeded 
in taking first place in industrial in 
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Division B from Superintendent 
man of the Long Island City district. 

To the credit of Superintendent R. W 
Goslin, Brooklyn No. 1, goes the 
of the first wholesale case in Division B 
for 1922 

Of the leaders in lowest average net 
lapse per $100 of debit for 1922, Division 
K has five districts listed among the 
first twenty-five—Pottsville, Pa., No. 2; 
York, Pa., No. 5; Reading, Pa., No. 6; 


Lancaster, Pa., No. 8, and Washington, 
D. C.. Ne. 34. 

Agent William L. Deller, of the York, 
Pa., district, has been promoted to an 
assistant superintendent. Agent Wayne 
A. Ruth, of the Reading, Pa., district, 


Dyke- | 
|} intendent 


issuing | 


has been promoted to an assistant super- 


Opens Two New Districts 


The Western & Southern has opened 
two new districts, one at Indianapolis 
and the other at Toledo, giving two dia- 
tricts in each city.. Leo Head is super- 
intendent of the new district at Indian- 
apolis and E. Smith of the new one at 
Toledo 

The Western & Southern has already 
made nearly as much industrial gain so 
far this year as for the whole year of 
1921 and has gotten back into its best 
stride 








NEWS OF LOCAL ASSOCIATIONS 








Lincoln, Neb.—At the meeting the Lin- 
coln Association on March 25 prelimi- 
nary steps will be taken to embark upon 


a wider program of work. An extension 


bureau will be established for the pur- 
pose of providing speakers to send out 
to schools and elsewhere to preach the 
principles of life insurance, and plans 
laid for securing better publicity for the 


the 
things on the program 
will be the appointment of a committee 
to confer with the regents of the Uni- 
versity of Nebraska to secure the adding 
of a course in insurance principles and 
fundamentals in that institution, as has 
been done in other universities. Another 
suggestion to be acted upon is to offer 
prizes for essays by high seniors 
on the general subject of insurance 


business than in 
One of the next 


past 


school 


* * *x 
San Francisco, Cal.—The monthly 
meeting of the Northern California As- 
sociation last week was well 
attended. Twenty-eight members 
were elected and announcement was 
that the Carnegie Tech faculty 
would hold a course next June in 
Angeles under the auspices of the 
Angeles Association. Twenty places have 
been reserved for students from North- 
ern California 
The speaker of the day 
known author, Peter B 
amused the gathering with 
salesman and as a 


especially 
new 


made 
Los 


Los 


was the well 
Kyne, who 
his experi- 


ences aS a buyer of 


life insurance. He stated that his serial 
rights were owned by the International 
Corporation, the picture rights to Inter- 
national Film Corporation, and his life 
insurance rights to Sol Vogel, president 
of the association and leading producer 
of the New York Life He caused con- 
siderable merriment by his recital of 
how Sol Vogel placed additional insur- 
ance on his life whenever there was a 
contest on among the New York Life 
agents. He stated that life insurance 
men should realize that when approach- 
ing a “grouch” one of the first requisites 
was to make that “grouch"” smile Hx 
stated that a smiling man was half sold. 

President Vogel also announced the 


success of the propaganda committee's 


Other officers 
treasurer 


Wisconsin. 
Paul Jones; 


this section of 
are Secretary, 8. 


D. G. Campbell. A constitution and by- 
laws were adopted The executive com- 
mittee will be selected and other plans 
formulated at the April meeting 


It is expected the full membership will 


reach about 40 and include all the life 
insurance writers in the county, those 
of surrounding small towns included, 
An inspiring talk on why to organize 
as a county unit and affiliate with the 
National Association was given by Rob- 
ert G. Morey, who since his return from 
Florida, has resumed his insurance un- 
derwriting Mr. Morey spoke of his 


earlier experiences in an interesting way 
and injected some quaint philosophy into 
his talk A dinner was given before the 
life men took up the business of the 
meeting, 
2k + k 
Memphis, Tenn,—The Tennessee 
ciation has invited Arkansas and 
sippi insurance men's organizations to a 


Asso- 


Missis- 


meeting here April 28, when an effort 
will be made to form a tri-state organi- 
zation 


* 


Davenport, ta.—Incorporation of the 


INSURANCE 


EDITION 








GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


4. R. RAILEY 
481 Dallas County State Bank Bullding 
Dallas, Texas 


H. 5. BRIDGEWATER 


325-331 Title Guaranty Bidg., 
St. Louis, Missourt 


Mer. Missouri and Kanses Mgr. Texas and Oklahome 


W. H. SAVAGK, Vice-President and Ageney Director 











Davenport Association was decided upon 
at the regular monthly meeting It is 
believed that the organization will be 
able to do more good both for the com- 
munity and for the life insurance busi- 
ness if it functions as a corporation 
** * | 
Waterloo, Ia.—Dr. Clarence K. Was 
sam, of lowa University, who has made 
a reputation as a recent speaker at lif 


insurance sales congresses, will address 


the Waterloo Association at its meeting 
April 14. E. R. Shoemaker was the prin- 
cipal speaker at the meeting of the asso- | 
ciation last week 
*x 
Lowell, Mass.—The Lowell Association 
had two interesting speakers before it 
for the usual monthly meeting City 
Solicitor Edward J. Tierney discussed 
municipal affairs and their relation to 
insurance and the interest insuranct 
men should take in public affairs was 
emphasized Franklin W. Ganse, secre- 


1867 EQUITABLE LIFE 92? 


Insurance Company 


OF IOWA 


Results of 1921 
Insurance in Force..................0: $286,934,616.49 
ek ieee i $ 39,234,839.04 
Ratio of Actual to Expected Mortality............ 34.7% 
68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











program in supplying speakers to vari- tary of the National Life Underwriters 
ous civic organizations, etc. Association, was the second speaker and 
eae he devoted a half hour to a discussion 
Waukesha, Wis.—John L. Martin was | of business and credit insurance, point 
elected president of the Waukesha | ing out the need of life insurance in the 
County Association at the meeting held | business world for corporations as well 
to complete organization of life men in| as partnerships and the individual. 
= 
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S. Lester Guinn 
S. Lester Guinn, for several years 
general agent at Lubbock, Tex., for the 
State Life of Indianapolis, has been 


! 


promoted to manager for Colorado and | 


has moved to Denver 

John W. Sherman, who just recently 
as vice-president of a Denver 
associated with Mr 
agents. 


resigned 
bank will 


Guinn as 


also be 
supervisor ot 


George & Stedman 


; tute 


The National Life of Vermont has ap- 


pointed Isaac S. George and William P 
Stedman, under the firm t 
George & Stedman, as general agents at 
Baltimore, to succeed the late 
G. Goodrich 
of Loyola College and spent eight years 


name otf] 


\lfred | 


Mr. George is a graduate | 


in legal work, for which he studied at | 


He 


connected 


served in 
with 


University. 
later was 


Georgetown 
the war and 





the Retail Credit Company. He joined 
the National Life and has persistently 
produced a fine volume. Mr. Stedman | 
graduated at Trinity College and | 
became later instructor in modern lan- | 
guages at Baltimore Polytechnic Insti 
He was made head of the depart- | 
| 


ment in 1920. He held this position 


been conducting advertising campaigns 
entered 


until February of this year, when he 
went with the National 
R. C. Brinson 
Robert C. Brinson, who for years has 
' 
ior newspapers, has_ recently | 
into a contract with the Fidelity Mutual | 
in the Memphis branch Homer L 
Higgs is manager of West Tennessee 


David L. McCulloch 


Col. J. L 
Equitable 


Ramsay, general agent of the 
Life of New York at Allen- 


More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 
Jan. 1, 1911 Jan. 1, 1916 
$ 5,614,764 $10,279,663 
371,106 613,615 
49,245,028 89,596,833 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1922 
$ 28,295,931 
1,294,394 
265,197,626 


Assets 
Policies in Force 
Insurance in Force 














THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


$4,421,000 


SAINT PAUL 


Insurance in Force, 


Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 























to 


oo 











Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-{}- 
Contract direct with the 
Company. 

—O-— 
Over $125,000,000 of in- 
surance in force. 

-oO- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 











Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 











The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 

















A Wider Field 
An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 

As regards adults, we write contracts with Double Indemnity provisions coveri 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 
travel accident only, as may be desired. 

We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 

















THE NATIONAL UNDERWRITER 











town, Pa., has resigned and is succeeded 
by David L. McCulloch, formerly of 
Wilmington, Del. Col. Ramsay will con- 
tinue to produce personal business. 


Life Agency Notes 


E. L. Brumley has just been appointed 
special agent for the Connecticut General 
Life at Mansfield, O. 

William M. Anderson, for the last three 
years with the North Western Mutual 
Life at Bloomington, Ill, has been ap- 
pointed district manager of the Pacific 
Mutual Life and will have charge of 
McLean and Woodford counties. 

Dudley P. Allen, formerly special agent 
for the Hartford Steam Boiler, has just 
taken over the Penn Mutual agency at 
Mansfield, O. Mr. Allen will operate as 
district agent under the name of Allen & 
Porch. 

F. A. Carson, for 13 years with the 
Prudential as superintendent in carge of 
various Iowa branches, has been ap- 
pointed general agent for the Equitable 
of Iowa at Centerville, la. Mr. Carson 
has been in the business for more than 
20 years and has worked in all sections 
of the state. 


TO DEVOTE ONE DAY 
TO GETTING MEMBERS | 


(CONTINUED FROM PAGE 1) 


sociation would exert a power for good | 
such as had never even been imagined. 


New Associations Formed 


In the absence of Secretary J. H. 
Russell, of Los Angeles, Seward W. 
Coffin, of Albany, acted as secretary, 
and with Executive Secretary Everett 
M. Ensign submitted a detailed report | 
of the activities for the past half year. 
Within that period four new local asso- 
ciations have been formed and are now 
affiliated with the parent body: Lafay- 
ette, Ind.; Lynchburg, Va.; Muncie, 
Ind., and Spencer, la, 

As chairman of the committee on re- | 
lations with other organizations, J. K. | 
Voskell of Baltimore noted with pleas- | 
ure the recent appointment of J. L. 
Madden as manager of the insurance di- 
vision of the Chamber of Commerce of 
the United States. As a vacancy upon 
the directorate of the insurance depart- 
ment exists at the present time, the 
hope of the underwriters is that a life 
man may be appointed thereto. It was 
determined to recommend the selection 
of E. A. Woods of Pittsburgh to the 
office. The life men feel that the great 
department of underwriting which they 
represent has never been given the con- 
sideration its importance warrants by 
the United States Chamber of Com- 
merce, and maintain that if a man of 
Mr. Woods’ ability and standing were 
given a voice in the councils of the na- 
tional organization the condition now 
complained of would be rectified. 


Life Insurance and Credit Talks 


A mutually satisfactory arrangement, 
A. R. Spicer reported, had been effected 
whereby representative life men and 
credit experts were to talk from time to 
time, each before gatherings of the 
other, regarding their particular work, 
and the various points of contact had 
by the two services. 

Unusual interest attended the report 
of the committee on scientific salesman- 
ship, of which Mr. Woods is chairman, 
although Mr. Woods only touched upon 
the high spots of the work, leaving a 
more complete statement to be made 
before the next annual convention. 


Plans for Next Convention 


Mr. Woods, too, is chairman of the 
program committee for the latter event, 
and told in considerable detail of the 
arrangements thus far effected for the 
gathering to be held in Toronto on Au- 
gust 22-24. At the banquet scheduled 
for the evening of the 23rd, it is hoped 
to have as star speakers, Gen. John J. 
Pershing, commander-in-chief of the 


United States military forces during the 
world war, and General “Vimy Ridge” 
Byng, lieutenant governor of Canada. 
The latter will be recalled as the com- 
mander of the “Princess Pat” regiment 
during the early days of the fighting in 


March 23, 1922 


1 

in a spirited and successful attack upon 
the Germans along the Belgian sector. 
The headquarters of the underwriters 
during the international gathering will 
| be the King Edward Hotel. 

| According to Henry J. Powell of 
| Louisville, chairman of the committee 
on laws and legislation, of the 531 bills 
affecting life insurance interests of- 
fered in federal and state legislatures 
during the past six months, but eight 
related to the qualifications of agents 
or brokers, the others seeking to regu- 
late tax payments or company invest- 
ments of one kind or another. 





Publications Are Prosperous 


' 

| 

| The gloom felt by the executive com- 
mittee through the loss in membership 


and the financial loss suffered, was 
measurably offset by the encouraging 
report submitted by Charles Jerome 


Edwards, as chairman of the committee 
|on publications. Both the “Life Asso- 
ciation News,” the official organ of the 
National association, and the miscel- 
laneous publication department had 
prospered in the past six months, the 
“News” reporting a gain of close to 12 
percent in its advertising contracts, 
with a decrease of 10 percent in its 
mechanical cost. 

Treasurer Graham C. Wells spoke 
very plainly about the loss in the gen- 
eral revenue of the organization, and 
of the imperative need for some action 
to bring about a change in the condi 
tion, The new membership drive is the 
response of the trustees to the appeal. 





MARYLAND BILLS DEFEATED 


Measures in Legislature Directed at 
Life Companies Fail to Get 
Out of Committee 


BALTIMORE, MD., March 21.—A 
bill, modeled on the old Kansas law 
which compels life insurance companies 
to notify industrial policyholders when 
their policies lapse and send them a 
notice before the policy can be can- 
celled for non-payment of premium, 
was killed in the Maryland legislature 
by good work on the part of the heads 
of local companies and the legislative 
committee of the Baltimore Life Un- 
derwriters Association. 

Not only was this bill killed, but a 
number of other bills also died a short 
and sweet death in committee. A bill 
requiring life insurance companies 
doing business in Maryland to invest at 
least 75 percent of legal reserve, estab- 
lished on policies written on lives of 
citizens of this state, in Maryland se- 
curities or real estate, was killed after 
the committee had been in hearing but 
a few minutes. 

Efforts of the fraternals to have a 
bill passed allowing them to write as- 
sessment industrial life insurance on the 
entire family with insurance on babies 
on the same amount and plan as indus- 
trial companies write adults, also met 
a sad fate. The fraternals admitted 
they paid no taxes—the companies said 
they paid something like $250,000 a year 
in taxes to the state. Neither did the 
fraternals have a reserve. 

Still another bill killed was one re- 
quiring industrial companies to issue 
automatic extended insurance after the 
third year, a paid-up policy after the 
third year and cash surrenders after 
the third year. 


Southern Union Life Election 


At the annual meeting of the South- 
ern Union Life of Waco, Tex., several 
changes were made in the official roster. 
J. L. Mistrot was elected president; 
E. R. Nash, W. H. Walton, Tom Poy- 
nor and Charles Cobb, vice-presidents; 
J. H. Baker, secretary-treasurer; Andrew 
Sigtenhorst, actuary; H. F. Connally, 
medical director and R. F. Poynor 





Flanders, and later as divisional chief 


agency director. 





Mar 
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] he (CONTINUED FROM PAGE 3) MASSACHUSETTS MUTUAL 
and satisfaction in all respects, regard- 
° . bank might be, or whatever might be 
ationa ] é | said or done either by the bank or the 
} 
the idea of the life insurance companies ; . ° e 
jad wile te ta. o <n of its history has ever enjoyed—because of its 
| ibli square dealing toward all and its long record of 
undertaken by the life insurance com- 
Boston, Massachusetts name with that of a bank, for this is the confidence and esteem of the insuring public, 
bound to have the effect of publicly en- 
ARTHUR E. CHILDS endorsement alone may well attract pa- | . _ 
|trons to a bank or trust company in|} JOSEPH C. BEHAN, Superintendent of Agencies 
PRESIDENT other departments, as well as at the sav- , 
, ned the idea that the protecting wing of a 
Paid Life Insurance for | good life insurance company is spread 
them, quite , if ever dissatisfied or 
$35 000.000.00 |} a bank miscarriage should take place 
blame at the feet of a life insurance | I H E R E L I A N C E L I F E 
. ° company. 
Life, Accident and ~~ gives you something absolutely new and different to talk to your 
Health Insurance cannot be withdrawn from the minds of are now making. 
deposi ors anc l p o ears and | . * 
| SRSRNTe Ge Tae gee ee ye re and | Our Life Insurance Contracts contain the most up-to-date clauses 


* sume that the life insurance company 
stands back of the whole scheme and 
0 um lan | responsible for the depositors’ money 
less of whatever the contract with the INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 
| insurance company nothing could offset A company which throughout the seventy years 
Insurance Company | broad moral responsiblity is in truth 
pany in thus publicly identifying its low net cost—the good will of its policyholders, 
dorsing the bank and all its doings. This | and the loyalty of its representatives. 
ngs windows, all of them imbued with 
» over the struggling brood, and all of | 
Year 1920 over siie Sale, ft ever dinentiod THE PERFECT PROTECTION POLICY OF 
would be only too willing to lay the 
“This blanket endorsement once given | prospects. Gives you a chance to earn more money than you 
| years to come, pod though the joint | . . 
nS wil. known to the Insurance World. The Accident and Health gives 





campaign for new business be discontin- | 
Low Guaranteed Rates || ‘*"'""; is too far-reaching that the good | full protection for at least a third less cost than regular casualty 
| name of life insurance should be tied to | companies. Our agency contracts are as liberal as can be made. 





|any such long time, non-callable com- | 


| bination, which when once formed could | WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
never be separated, regardless of the ° ° armers Ban “ 
. Reliance Life Insurance Company of Pittsburgh *gui3,2s* Pittsburgh, Pa, 


bank’s instability or character or how- 
ever strong might be the desire of the 
| insurance company to drop this old man 
| of the sea. 

“It is the opinion of the writer that 


k Lif 
ure a I e | life insurance companies should steer | . e 
| clear of this arrangement, and no life The M dla d Mutual Life | SU a ce Co a 
insurance company operating in Texas | nl l Nl r Nl mp ny 


| 
| 
| 
| 
Insurance will be permitted to bea party to a com- 
| 
| 
| 
| 
| 














| bination of this character with the con- OF COLUMBUS, OHIO 
Co. 


| sent of this Gepertment.” 
OF BALTIMORE, MD. 


Wichita Company Seeks License Dr. W. O. Thompson, President 


The Kansas department has received 
the application of the National Savings 


: . Arneld, First Vice-Pres. and . WwW. putenen, Gpatary 
Life of Wichita for authority to begin Hast. 


4. B. Counsel G 

Dr. E. Wilson, Vice-Pres. and Med. Directer > G. Barratt, Seerstary 
4. D 

FR J 


4. 
. Price, Vice-President . Chas. Rietz, Actuary 
Hu . G, Menres, Supt. of Agencies 











| business. This company was incorpo- ntingten, Treasurer 
Incorporated under the laws of | rated some time _ and has been 4 
Maryland, 1882 | gaged in working out the details of its 
plans. W. C. Coleman of the Coleman 
Lamp Company and some 25 well = 
We Issue known Wichita business men were in- ' 


terested in the company. The selling - ete ~~’ 
plans ovide fo he sale of stock i 
plans prow for he cate ot se “Ty proved Disability Provision 


Capital Held Insufficient 
Because it has only $125,000 capital, 
J.C. MAGINNIS the Two Republics Life of El Paso is 

President unable to enter Virginia. The company 
recently applied for admission to that 


Standard Ordinary and 


Industrial Policies 








Claim may be made as soon as disability occurs—no probationary period. 
Payments, begin immediately on approval of claim—no probationary period. 
Monthly payments, lifelong, conditioned on permanence of disability. 
Immediate waiver of future premiums—no waiting until next anniversary. 


“ a state and was informed that its capital Full amount of insurance paid when insured dies, without deduction for dis- 
- as not sufficient to measure up to re- ability payments or for premiums waived. 

J.N. WARFIELD, Jr. quirements of the Virginia law which This new disability provision brings the service of America’s oldest legal re- 

SessetenpCrsasaser stipulates that no company with less serve life insurance company still closer to the needs of the insuring public 


' than $200,000 capital stock may be ad- | 
mitted to the state. The company spe- | 
cializes in substandard business. Oscar 
Swineford, formerly with the Reliance 


Life at Richmond, was to represent it! "The Mutual Life Insurance Company 
a . | of New York 
Goes With Medical Life 34 Nassau Street, New York 


Roy C. Stiles, an examiner for the 
Iowa insurance department for the past 
three years, has resigned to become as- 
sistant secretary of the Medical Life of 
Waterloo. 


DR. J. H. IGLEHART 


Medical Director For terms to producing Agents address 














A Penn Mutual Premium, less a Penn Mu* 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
‘or net low cost and care of interest of all 
members. 




















Guardian Life’s Meeting 
The Penn Mutual : The annual convention of the field 


force of the Guardian Life of New York 


Life Insurance Company will be held in Toronto, Aug. 17-19. The 








; ; National Association of Life Underwrit- 
of Philadelphia ers will hold its annual convention in OF OES NONES, (OWN. 
On January 1, 1909, Rates Were Reduced the same city Aug. 22-24. This will en- We issue all standard forms of Life Insurance Policies. Every policy 
and Values Increased to Full 3% Reserve. able the Guardian men to participate in protected by Deposit of Full Legal Reserve with the State of lowa. 

















both conventions. 
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MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


has entered, or will enter the following 
states; and is prepared to make con-— 
tracts offering liberal first year com— 
missions, splendid renewals, and an 
ideal arrangement for financing the 
Agency, just as soon as the right man is 
found in- 

IOWA, KANSAS, ILLINOIS, MICHIGAN, NORTH 
DAKOTA, MONTANA, VIRGINIA, INDIANA, 
LOUISIANA. 


This announcement is addressed to 
successful life insurance men of good 
character, who want to secure General 
Agency contracts in these localities. 


O. J. Lacy, 
end Vice—President in charge of Agencies. 








Organized 1871 


. _ se o 
Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: 





dat Scie St eh ae a er aie Gaines are woe iia RS $28,308,449.13 
EEE SER ES VER Sea eee ae Pe ee ae .. 25,109,146.04 
EES EE EIEIO AE OT: 3,199,303.09 
EEE EE eee Pe aE eI TC 214,188,461.00 
eo caning onan baba adeeesbeeanwn 1,897,435.45 
Total Payments to Policyholders since Organization............. $27,720,705.42 


JOHN G. WALKER, President 








BIG MAN WANTED— 


For General Agency 
Opening in South Dakota 
March Ist 


We have a large number of OLD POLICY-HOLDERS in this 


territory as leads for new business. 


THIS IS ONE OF OUR VERY BEST OPENINGS 


Give References 
and Insurance Experience 
in first letter 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 














SAINT PAUL MINNESOTA 
District Managers for 


WAN T E Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a gooi man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








WANT ADS oorcse nian es 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 

















LIFE 


INSURANCE BY STATES 











Business issued in /92/ and amount in force December 3], 192], in various commonwealths 

















—— 


J 


Issued In Force 


Bankers Life, Ia..... 
Continental Life, Mo. 
Equitable Life, Ia... 


8,703,560 8,703,560 
4,007,080 





+7 yt tget 
Fidelity Mut. Life .. 2,266,400 7 5 
Kansas City Life.... 641,350 1,825,028 


Manhattan Life ..... 
Massachusetts Mut.. 
Merchants Life, Ia.. 
Metropolitan Life 
Missouri State Life.. 
New England Mut.... 
New York Life..... 
Northwestern Mut... 
Northwestern Nat... 2, 
Occidental Life .... a 052,880 27,838,007 
Penn Mutual 4,914,005 40,799,193 
Reliance Life ....... : 
Security Life, Va.... 
Union Central Life.. 
Western States Life.10 
Western Union Life. 
INDUSTRIAL 
Metropolitan Life..I 99,862,001 
Nat. Life & Ac... : $2,760 
Prudential .....<. I 18,: 384. 395 64,836,937 





















COLORADO | 








Central Life, Iz..... 389,057 
Merch. Life, Ia...... 72,000 
Cont. Life, Mo..... 2,642 
Guardian Life, N. Y.. 
Fidelity Mut., Pa... 


Reliance Life ...... ‘ 
Mutual Life, N. Y... 2.9% 
Prov. Life @& T...«- 2,13 


Amer. Life., Mich... 
Conn. Mutual ....... B 
Bankers Res., Neb.. .33,: 
Federal Life, Ill.... 


2°658.030 
185,362 














I id 


i ere 
Amer. Bankers ..... 
Inter-Southern Life 









Marquette Life .... 31,500 21 
Merchants Reserve.. 1, 003. 000 
Prudential Me cease 76, 798 672 
Prudential ates g { 
PPUSOMtIal ..cccess 28,9% 4,044 137 
Standard Life ...... 1,22 

— — — — —<— —_ ] 

KENTUCKY : 

————————— = — $$} 
PN: sco thee ewves O 2,467,510 11,677,145 
Aetna .... Gr. 646,500 1,372,900 
Amer. Nat'l. . Texas O 43,500 59,065 
Amer. Nat'l. .Texas I 2 
Atlantic Life.....Va 7 


Comtury Late... ccccs 
‘olumbian Mut. Life. 
‘onn. Mutual Life... 
‘onservative Life... 
‘ont. Assurance . 
quitable Life...... 
Fidelity Mut. Life... 
Federal Union Life. . 
Guardian Life..N. Y. 
Intern. Life......Mo. 
Inter-South. Life.... 
Indiana Mtl. Life.... 
Ky. Life & Accident. 


Manhattan Life..... 
Mi = > Mutual.... 
Nat. Life, U. 8S. A... 
New York Fee 
CORSO BERR 2c ccccees 
Reliance A Dieta e 
teserve Loan....... 
Union Central Life. 
United States Life... 














—— 
MAINE 

| __ —_— 

Perr err eer eS 487,946 2,816,194 
rae 250,763 918,676 
Columbian Nat. ..... 104,576 1,864,978 
Conn, General ...... $40,643 2,85 
Conn. Mutual ....... 971,931 

Equitable, N. Y¥...... 1,283,160 

Fidelity Mutual .... 259,973 

Pe, Mis Bacencenees 1,030,743 

John Hancock Mut.. 150,943 i 344 
Maine Indemnity.... 106,016 367,213 
Mass. Mutual ...... 1,552,906 9,170,633 
Metropolitan ...... Oo k 32,961, 669 
Metropolitan .......I 31,408 : 
Mutual Benefit ...... 1, ‘085 97 9 11,930,52: 
Mutual Life, N. Y... 2,023, 475 16,938, 387 


126 Q a 





Issued In Force 

Morris Plan ....-«: I 50,400 42,500 
National Life, Vt.... 422,620 3,187,022 
New Eng. Mut..... . 1,043,962 8,344,256 
New York Life...... 3,808,722 21,583,340 
|} Northwestern Mut. .. 2,043,800 13,497,073 
| Penn Mutual ....... 1,165,468 9,866,791 
Phoenix ~~ al sen 913,655 5,276,375 
Provident L. T.... 1,07 6,673 204 
Prudential ........O 2,256 12,545,813 
Prudential .........1 4,55 17,308,363 
Security Mut., N. Y 627,882 
TeaveletS .ccscecss 1,7: 8,715,717 
Union Central ...... 2,223,064 





10,805,044 


Union Mutual, Me 
1,202,000 


United Life & Ac 





BOGE cencseccces G 1, $2": 3 294.100 
Conn, General G 139,000 1 70,900 
Metropolitan ...... G 155,600 525,000 
Prudential ......-. G 35,800 202,400 
Travelers ....... .G 2,001,350 6,738,758 
- 


9,085,606 
371,000 
3,856,0 57 


Aetna . 
Bankers, la. 
Berkshire ... 
Continental, Del. . 
‘olumbian Nationé al. 
‘onn. General . a 
‘olumbia Mutu: ge 
‘onn. Mutual = 
Equitable, N ‘ 
Guardian, N. Y...... 
Home, N. Y 

John Hancoc ck Mut 
Jefferson Standard 
Mutual Benefit 
Mutual, Md, 
Metropolitan ; 
Mass. Mutual. 
Mutual. N. Y.... a 
National Life ‘& Ac 
National, Vt. ... ile 
New England Mut.. 
Northwestern Mut. 
Provident Life & Tr 
Phoenix Mutual 
Pacific Mutual 
Philadelphia .. 
Prudential 

Penn Mutual 
Travelers 

Union Centr al 





MINNESOTA | 
l Ee 
Agricultural Life ... ...... 8,000 
American Nat. ..... 51,500 490,654 
American Life, Mich $4,027 1,648,835 
Business Men’s As... 14,0046 14, 000 


Bankers Life, Ia..... 
Aetna Life . = 
Berkshire Life ..... 
Central Life, lll... 
COOTOCRUEE a ccecccses 





Central Life, Ia..... ,11 
Canada Life, Can 41 ‘ , 

;} Conn, Gen. . ° ~e 1,181,215 5, "400, 909 
Continental, Ill .... 354,724 863.092 
Conn, Mut. ... 2,010,985 9,550,288 
Cedar Rapids L ife. . 224,472 241,472 
Cn D wc3one  seeeee . seamns 
Dakota Life ..... .. 1,042,085 5,127,065 
Des Moines L. & An. 44,000 $4,000 





3,217,735 17,068,454 
416,500 


Equitable Life, Ia... 
Equity Life ....... 


Equitable Life, N. Y¥.13,797,818 ee 
First Nat. Life... ’ 5,000 
Federal Life, Ill.... 55,146 
Franklin Life eer 340,000 


Fidelity Mut 630,088 





Gt. West. Life, Man. 946,525 
Gt. North. Life..... 83,853 
Guardian Life .... 1,019,410 
Home Life, N. Y.... 2,343,798 12,450,260 
John Hancock Mut 1,715,270 16,416,141 
International L. & T. 45,500 230,500 
Internat. Life, Mo 162,658 407.727 
Kansas City Life ... 206,500 1,786,000 


Lincoln Nat. Life.... 6,496,571 13,994,088 





Massachusetts Mut >, 160, 20,456, 198 
Metropolitan Life ... 7105.7 , 27,883,958 
Merchants Life ‘ 195, 500 1,466, 492 
0 eer 901 ,181 3,994,670 


30,952,542 
49,064,116 
41,533,703 


Minnesota Mut ‘ 
Mutual Life, N. Y... 
Mutual Benefit ..... 
Mutual Trust, Ill.... 3,245,082 
Missouri State Life 8,034,208 
National Fidelity : 45,800 295,100 
National Guardian. 159,900 362.600 
National Life, Vt... 8,486. 532 
National Life, U.S.A. 1,464,154 5,594,801 
New York L ife a erk wi 11,914,093 66.182.472 

» 

> 








1,461,524 





New Eng. Mutual ... 2,158,014 15,001,736 
New World Life. 1,186, 194 2,786,660 
North Amer. L. & C 155,500 811,779 
Northwestern Mut. ..13,275.000 101,697,640 
Northern States Life |960.500 eer 34 
North Amer. Life, Il. 525.195 
Northwestern Nat. L. 8,946,634 

(CONTINUED ON NEXT PAGE) 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Teiephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 3473 











RANK J. HAIGHT 
CONSULTING 
ACTUARY 
610-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Build'ng, DES MOINES, 1OWA 








yous C. HARVEY | 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








% MeCOM 
——_ 
CONSULTING AXCTUARY 
jums, Reserves rrender Values, 
etc. . Valuations and Exam- 


inations Made. Policies and all Life In- 
Porms Prepared. The Law 


quence Porme Prep 
oce a laity. 
Goeord Big. OKLAHOMA cITY 


J. H. NITCHIE 











ACTUARY 
1523 Association B 19 S. LaSalle St. 
Telephone State 499: CHICAGO 








CHARLES SEITZ 
® CONSULTING ACTUARY 
Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 
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Issued In Force | 
Old Line of Amer.... 5,500 477,320 
Old Colonial Life.... 995 5,31: 4,063,064 
Pacific Mutual .... 1 369,109 8,682,596 
Penn Mutual ....... 3,739,531 22,710,138 +1 
Philadelphia Life 2,123,7 93 
Phoenix Mutual 1,82 
Preferred Risk 
Prudential .... c« See 
Keliance Life . ° 1,83 
Reserve Loan L ife aH 


teimsurance Life 
State Mutual, Mass 3, 
—- curity Mut., N. Y. 2, 












ate Life, la . 7,100, 040 
Seourtty Life, Va 1,162,089 
Travelers E pees 1,109,500 
Travelers . 4,417,304 
Twin City L ife seen 781,377 
Union Central 2,954,388 
Western Union Life. 31,000 

————— ——— === 
NEW JERSEY | 
Aetna Life , ; 5,634,880 
Baltimore Life 106,000 
Bankers Life, la 410,659 
Berkshire Life 649,873 
Bankers, la, 410, 659 
Colonial Life 138,581 
Columbian Nat. Life 1,811,476 
Conn, Gen, Life 4,897,368 
Conn. Mut. Life 2,101,311 
Contine ntal Life, Del. 122,500 
Connecticut General. 4,897,368 
slonial, N. . 
M itual Benetit 
Equitable Life, N 
ik quitable Life, " 


l: 
Midelity Mut. Life 
Guardian Life, N. 
Girard Life 
Home Life, N. Y 
John Hancock Mut 
Lincoln National 
Manhattan Lite q 
Marviand Assurance 239,500 





Massachusetts Mut. 5,588,176 
Metropolitan Life 37,424,197 

Missouri State L 360,372 

Mutual Life 7,184,296 

Mut. Benefit 11,348,131 

National Life Vt 241,965 

National Life, U.S.A 203,000 

National Ben. Life 19,500 

New England Mut 2,048,222 

New York Life 14,083,425 
Northwestern Mut. 5,832,740 

N. Am. Life, Ill 1,521,600 

Pacific Mut. Life, Cal 23.097 

Penn Mut, Life 5,847,153 
Philadelphia Life $39,164 

Phoenix Mutual : 80,219 

Provident Life & T 6,966,342 ) 
Prudential 32,194,747 } 
Secur. Mut. Life, N.Y 269,772 7 
State Mu itui il, Mass. 1,455,039 3s 

Sun Life, Canada 1,314 ) i 
Travelers 1,616,888 O.357.717 
Union Cent. Life 2,702,965 1,643,479 
Union Mutual, Me 128,847 1,240,656 
United States Life 109,027 75,997 








Consuttine Actuary 
402-404 Kraft Buildin: 


Pesos S. WITHINGTON 
Tel. Walnst 3761 DES MOINES, IOWA 








&E 
OHN E. HIGDON | Acwories & Emninen 


OHN C. HIGDON Kansas City, Mo. 














“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, Iowa 




















] NEW YORK | 











EDITION 














Aetna Life $2,177,450 173,447,657 
Berkshire Life 3,203,409 21,998,898 
Bankers Life Mo 2.753.519 11,554,512 
Columbian Natl 4,522,808 17,308,152 
Conn, Gen, Life 25,386,146 93,248,460 
Colonial, N, J 5,853,177 20,777,421 
Conn, Mutual 14,249,220 80,574,403 
Equitable Life, N.Y .106,742,471 606,258,994 
Farmers & Trad 2,363,000 >, 658,250 
Fidelit Mutual 5.539.762 30,559,242 
Guardian Life 7,238,025 34,728,752 
Metropolitan Life 152,181,023 736,651,87 
Mutual Benefit 33,414,543 212,409,722 
Maryland Assur 528,304 917,885 
Mass, Mutual 20,2 § 4 76 
Manhattan Life 3, t 
Morri Plan 
Mutual Lift Hie 
Niagara Lif l 17,46 
New Ens Mutual 10,084,27 69,1 8 
Netherland Life 02.110 
New York Lif 12 0,677 l 32,067 
Nit lL, Vi 10,01 28,94 ‘1 
Northw Mutual 60,496 $5.919,101 
Phos x Mutu $,245,02 17,148 l 
Pa Mutual 9.7 2,887.9 
Pent Miu i »3,105,289 168,18 Rf 
Pro Lil & Trust.11,088 64,5 if 
Prud 0 ' S3¢ 188 ‘ 
Prud | 147.8 H4 t Sot 
Post I 1.2 8 610.884 
Securit M Ne % t 67 l 16 24 
Preacher I & An if 8 190 
1 n ¢ l l t 
\I \l «> s t ths 
Lite 90) 
==: | 
NORTH DAKOTA | 
| | 
‘ 7 wwOO50 
la 88 1,113,435 
} yy. ¥ l S j l 165 
We 12 f 6,54¢ 
w Y 117 8 688 
l Hs 
M Mi 1 l 190 | 
| Sta Lif 1,o¢ 1,9 7 
Mu " me 2,604,001 2,704,121 
(CONTINUED ON NEXT PAGE) 





Moses:—Persuader of Men 


Some of the greatest stories of successful sales- 


manship ever printed are contained in the Old Testa 
ment. Get out your Bible some day and read them 
up. Take Moses, for example; the finest salesman 
and real estate promoter that ever lived. Observe 
the way he handled the Promised Land Company 
idea. There were the Israelites, enslaved for centur 
ies by the Egyptians; helpless, hopeless, friendless, 
engaged in working for Rameses the First, and im 
mersed in the difficult occupation of manufacturing 
bricks without straw. 

When all of a sudden along comes Moses, sug 
gests the idea of a Promised Land, leads them out of 
their regular quarters into the Great Desert and 
keeps them pledged to the idea for nearly forty long 
years. Consider the fact that promoting had not 
been invented and that Moses was unable to show 
them either blue prints or prospecti—he had none of 
the typographical paraphernalia of the man who sells 
Florida orange lands or Texas oil wells—all he pos 
sessed was his line of argument and a Supreme Faith. 

It is “voing some’ to sell a proposition of this 
kind and to keep it sold for forty years in the face of 
tribulations and difficulties—but read the story for 
yourselves. We can admit there have been other 
great salesmen. 

Columbus was such a one, but all he had to do 
after putting over his New World Sale with Queen 
Isabella, was to resell the idea to a crew of sailors for 
a paltry sixty or ninety days, whereas Moses had to 
dust off the counters Bes sell his idea over and over 
again for nearly forty long years, in spite of the fact 
that summer or winter, during all this period, none 
of his “customers” ever even caught a glimpse of the 
land which was promised; met anyone from that dis 
trict, or saw any signposts pointing out the way and 
thus proving, at least to a degree, that there was such 
a place anyhow. 

The whole question of successful salesmanship 
in life settles right down to a very few considerations 
—three; to be exact. First: How much faith have 
you got in the things you are selling and in yourself? 
Second: How intelligent are you on the subject? 
Third: How much work are you willing to put into 
it? On these three considerations hang all the Law 
and the Profits. 

We do not gather that Moses was necessarily) 
a college graduate, or six feet two, or that he had his 
clothes pressed every night, but what we are sure 
of is that he had Faith, lit up by a three-thousand volt 
Enthusiasm; and, furthermore, the testimony seems 
to show that me persistently worked at the job, and 
when you engage in the business of selling, whether 
it be ships or poe strings, bridges or beads, lead pen 
cils or life insurance, or vourself, spend a little time 
once in a while thinking about Moses and the Faith 
and Courage that made him a Dominant, 
and Successful Personality in one of the most mag 
nificent selling campaigns that history has ever 
placed upon its pages. 


Fearless, 


The Prudential 
Insurance Company of America 
] f t { New Je 
FORREST F. DRYDEN, President 


Home Office, Newark, New Jersey 
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New ee In Force 





Mutual Trust ...... - 1,271,2 6,750,041 
New York Life...... 1'709°180 18,204, 111 
North American .... 77,500 7E 
Pacific Mutual ...... 537,112 

Provident, N. D..... 1,340,000 

Wem CH cccccseoes 222,000 





OKLAHOMA 
' 


Atlas Life, Okla.... 2,531,600 
MOTNR cocccecovosers 
American, Mich, “ 
American Nat., Mo.. 
Amer. Natl., Tex.... 
Amer. Central ..... 
Bankers Res., Neb.. 
Bankers, la. 
Commonwe alth 
Columbian Nat, ..... 
Central Life ........ 
Cloverleaf L. & C.. 
Central States, Mo.. 


6.603, 946 
485, 760 


8, 87 1. 906 





Conn. General ..... 30,600 
Conn, Mutual ...... 3,023,726 
eee Cee. scotace 4,551,101 
Equitable, Ia. ...... 2,458,647 
i Me seseeee 690, 006 3,305,562 
Farm. & Bankers... 1, 419, 685 3,008,998 
DED <canecaenes ‘ 1,128,219 
Guaranty, Ia. ...... 22,000 
Home, N Y ceoeeeee 


Inter-South, Life 
International, Me, .. 
Kansas City Life .. 2,061,266 





Lincoln A. & L...... 413,500 
Metropolitan ....... 6,534,124 
Missouri State .... 4,563,099 
Merchants, Ia. ..... 2,236,200 
Mass. Mutual ...... 2,247,315 7, 701s: 305 > 
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|} Occidental ......6.-- 


4, 
| meemeare. FR. wccces 1,096, 














New Bus. In Force | 

| Mutual Benefit .... 1,109,549 7,680,817 
934 31,641,725 
Math OU. B. A.cccoeccs 158,173 2,948,176 | 
Natl. Fidelity ..... 680,002 1,454,903 
North Carolina Mut. 324,500 265,000 | 
| New York Life.....10,899,277 60,194,698 
North American, Til. } 





Northwestern Mut... 5,02 


Northw. Nat., Minn. 


Nath. L, & A.vccccscs 
National, Vt. ....... 
Old Colony, Ill...... 


Pacific Mutual .... 2, 
DEOEUMMOO ccccececens 1, 








Pee Tn cceonewae 4,074.5 
Security Mut., Neb. 190,5 
Security Mut., N. Y. . 
BUOVOEOTE ccoceceses 
Union Central ..... 


—SSSSSS—_— — —— 


BOGE. ceceoncneness 592,075 2,973,671 
Berkshire ...... re 145,500 610,530 
Columbian Natl. - asecee 

Columbian Natl.... 284,494 1,804,2 
Conn, General ..... 792,733 a eSi774 
Comm. BMUt, cccccccce 549,051 3,659,626 
Equitable, N. Y.... 1,801,954 11,437,175 
Fidelity Mut........ 40 245,336 
Home, NM. Z.ceccoes 137,526 988 
John Hancock...... [I 6,449,421 3 

John Hancock..... O 4,750,5: 

Maryland Assur..... 11,000 

Pt De, «ceeenens 4,319,495 30,353,639 
Metropolitan ..... I 11,184,388 54,007,453 
Metropolitan .....O 10,731,903 45,105,956 


1 
Mutual Life, N. Y... 1 
Mutual Benefit...... § 
Morris Plan ......- I 





AMERICAN 
CENTRAL 


LIFE 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 





1,911,2 
1,743,756 | 





P hoe nix Mutu: ul. 


6,060,724 
1,686,076 
119,600 
10,180,779 


6 2st 9,365 











24 1'500 | 
1,016,832 
4,860,043 
7,059,216 


SOUTH DAKOTA 


River. tate, 3 Life 








9,518,023 
6,527, 


Commonwealth, 
392,275 : 


New Bus. In Force 








Capitol Life, Cal os 24,500 917,250 
Central Life, Ill.... 261,320 1,787,650 
| Des Moines L. & An. 323,000 549,520 
| Dakota Life eovesec 372,682 1,604,129 
Dakota Life .. ~-- 2,488,456 13,506,754 
Elkhorn L, & A.... 91,805 361, 985 
Equitable, N Y . 4,470,545 15, 
Equitable, la. ...... 750,471 

Fidelity Mutual .... 144 

First Natl, S. D.... 1,187,500 

Fidelity Mutual, Pa. 96,827 

Federal Life, Lil. ‘ 33,000 

First Nat. Life, S. D. 1,840,036 

Guardian Life, N. Y. 606,500 

Guaranty Life, la. 74,500 

Guarante Fund 000 

Home Life, N, Y.... p 105 
International, Mo... : 116 
International, Me 1,3 16 

Kansas City Life... 15,000 


Kansas City Life 
Lincoln Nat 
Lincoln Nat 
Midland, Minn 
Mutual Benetit 
Minn. Mutual 
Mutual Trust, Ill 








Mass. Mutual 666,070 

Missouri State Life. 207,964 

Mutual Life, N. Y 2 206,230 

Merchants Life ; 10,000 55: 
Montana Life ° 756.500 1,390,000 
Natl. Fidelity — 174,216 989,99" 
Natl. Life, [ Ss. A 468,667 1,257,59¢ 
Northw. Natl. ct 4,945,080 15,631,051 
New World Life ; 46 968,656 
New Ingland Mut.. 495,309 
Natl. Life, Ia 1,047,500 
Northwestern Mut. 1,75 25,509,870 


713,000 





North, States, Minn. 
Natl. Life, U. A. 

No, Bn Bo ll. 

Northw estern Nat.. . aa 
North. St 
New World Life 

New York Life..... 3, 
National Life 














North Amer., Neb 3,500 515,55§ 
North Amer., Ill.... 1,408,700 2,977,038 
Old Line, Neb... : 160,000 620,506 
Old Line, Neb ee 11,500 170,000 
Old Colony Life . 152,956 1,396,016 
Provident L. & T... 58,707 328,181 
Pacific Mutual : 558,185 2,556,31. 
Prudential : : 211,850 2,165,59% 
Penn Mutual . “s 515,660 2,207,60 
Phoenix Mutual +7 495,587 17 
Penn Mutual ‘ “se 428,000 

Reserve Loan Life.. 23,500 98,191 
Reliance Life o 55,000 402,30 
Reliance Life ...... 110,500 171,175 
Reserve Loan sa 55,000 471,876 
Security Mut., Neb.. 345,378 »,081,46 
State Life, la ; 2,000 7,743,78: 
Security Mut., N. Y.. 44,553 151,192 
State Life, la. .... 7,000 1,538,818 
Twin City Life..... 131,500 206,000 
Traveler , . ‘ 228,649 ’ 
Union Central .. ‘ 716,190 

Union Central ‘ 461,418 

Western Union ‘ 27,000 

Western Union Life 270,770 

Western Life, Ia... 69,500 


TENNESSEE 











i | 
American Bankers .. 396,000 
Atlantic Lifé ° --- 1,438,900 . 458 
Aetna ree 4,610,338 20,302,447 
Amet Central ...c- 526,690 2,589,495 
Amer, .NatlL, Texas.. 3,728,001 6,088,861 
Peers, BE. <ccsccos Bene 6,087,691 
Bankers Res., Neb... 1,014,000 1,482,500 
Cloverleaf L. & Cas, 45,632 28.608 
Conn. Mutual 832,626 1,626,27 
Cotton States . 2,738,601 3,476,686 
Equitable, la ee 328,750 328,7 
Equitable, N. Y.. 6,533,779  32,582,32 
Federal, Ill. 21,500 2 
Fidelity Mutual - 888,966 5,185,153 
Franklin ... 1,102, oe} 3,669,164 
George W ashingt on.. rity 104,26 
Guardian, N. 5500 3,156,225 
Home, N, ¥...-. ve 555,879 3,507,407 
Interstate, Tenn..... 1, 458.090 2,294,442 
International, Mo.... 700,726 1,888,806 
Inter-Southern Life. 1,358,809 3,929,158 
Independent 4,953,897 9,280,158 
Jefferson Star 1d: urd - 4,180,000 9,630,504 


12,908,915 
540,690 
39.586 


Life & Cas., Tenn.. 
Lamar Life 
Lincoln Reserve 





Mich. Mutual ....... »,648,260 
Mo. State Life...... 2,932'954 12,563,008 
Manhattan .. swe 441,424 2,590,720 
Maryland Assur, ... 146,644 774,644 
Mass. Mutual ...... 5,030,039 24,687,095 


Metropolitan 110,450.93 
Morris Plan 
Mutual, N. Y... 
Mutual Benefit , : om 
Nat. Life U. S. A.... 1,075,749 
National, Vt. .. s* 714,765 
Natl. Life & Acci.. 7,062,901 
N. Carolina Mutual. 3,544,009 








New York Life...... 10,299,760 £ 

New Eng. Mutual... 1,312,215 5,944,836 
Northwestern Mut. . 2,248,280 27,555,131 
Ohio National ..... 764,750 i. 080, 491 
Pacific Mutual ..... 1,714,448 6,217,3! 


Phoenix Mutual 
Penn Mutual 
Provident L. & T.. 
Prudential ......... 
Pan American .... 
Provident L. & Acci. 
Philadelphia : 
Reserve Loan ...... 
Reliance Life 
Southern, Tenn. . 
Security Mut., N. 
(CONTINUED ON NEXT PAGE) 
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| premium, legal reserve plan, The in- | ST. JOSEPH LIFE’S GOOD YEAR 


(CONT’D FROM PRECEDING PAGE) 
| corporators are: C. A. Nixon, A. Fer- 


Old Line, Wis 





Issued In Force 





Penn., Mutual 1,877,690 


guson, W. C, 


Davis, Jr.; Frank E. Gil- 


Company Made Fine Progress Under 


Southern L. & T.. “ss 263,000 > ¥00 | Prudential ,..... Oo 1 1,045.52 ) 
Surety h ary N. Y. 1,9 36 Prudential ...... G __ 998,950 more, Dr. W. W. Collier, George B. | : 
standar¢ sife S00 ' 48 090 Prudential ...... ; 5.310.671 Butte. J r Lackney, G. E. Downs | President A. L. McPherson and 


State, Ind 
State, Mass, 





Security Mut., N 
Travelers 





s|and J. Lee 


Costley, all of Dallas. 


Vice-President H. E. McPherson 


lravelers ..... 22,489,420 | rravelers 8/006 
inion Central ..  * 2 «625,075,020 | rravelers Equit. "500 -- a 
United Life & Acci 98,412 963,099 | inion Mutual, M 23,761 206,323 The at ] . nt of the St. T 
A Soe a oe tion Mutual, Me.. 23,4 206,325 annual statement ol the st. Joseph 
Volunteer State 4,907,617 20,7 83 | Union Central 586,600 3,639,300 Shuff at Portland, Me. f . - ' 
- oe sos » cone 2 ean’ tke | Life of St. Joseph, Mo., shows insuranc« 
Wisconsin Natl..Q 3,567,340 7,398,153 c “a : } 4 / n rags. Bes “ 
am . Wisconsin Natl....I ... 19,161 John L, Shuff, of Cincinnati, pré “qs in force $10,178,696; assets $1,183,683; 
4 Wisconsin Life 1,539,772 7,838,770 | of the National Association of Life Un-| reserve $822.877 apital $100,000: 
VIRGINIA il ; ete | gpd x cigar el BB al 
| tl | writers, was entertained at Portland, | net surplus $169,196 This gives it 
| 5169, i 
—— - ———————————————— J Me., Friday at a shore dinner and $969,196 sur plus to poli vholders 


Atlantic Life, 40,877,103 


ACUNA ..62-. are 343,963 








Mississippi Suits Thrown Out 
Mississippi 


[The withdrawal of the 


moker by the 


life msurance¢ 


state managers 


the state and other members 


the 
companies doing business 


| on 
This company has made commendable 
progress since it started Nov. 18, 1913 


Aotan eonges panel 21 100 + . suits against the life and casualty com- od aN rl Che main factors in the St. Joseph Life 

v« nae s, at. . . ‘ put - « yt . y 1v¢ } Ss ssoc “ 4 . 

Columbus Mutual..G 68.500 67.500 | panies, was without incident. When oll - ne ; . eee , ere | are President A. L. McPherson and 
Continental Assur. 190,000 481,000 | the case was called last Thursday, Dis- | WST© S€t speeches, but f residen Vice-President and Secretary H. E. Mc- 
Connecticut Gen .G 640,000 1,986,600 > . led ' iscussed insurance matters in general ip 7) 

Gonnectieut Mutual. 1.322749 692 409 | trict Attorney Browning failed to ap- | nd in particular the needs of the Na Pherson, The company was organized 

l : a é . a rere | sO0e, . a 1 Ye t ula! -as - aVan~ | 

Equitable of Ia...G 481,000 1,092,936 | pear as prosecutor, and attorneys for by President McPherson without any 
Equitable, N. Y...O 9,650,107 49,094,500 | anies moved that the suit be tional Association. = organization ' nd it } beet 
Equitable, N. Y....G 1,983,378 a ee h } i hose present were Lewis M. King, “ee emg — Seuss Se = aes Om 
- -4 ted i nae ir t -ourt as ) f ° : | . : Oo e 

Fidelity Mutual 541,153 7,425 | thrown out of ¢ v= : ae vow = president of the Maine Life Underwrit- | kept on a high plane ever since, It 
. "a ehi rt 7 F 77.95 > ar ) 1 » 1 *sS are > . > " ssou = 
a Ts 785001 $81 730 | be Cage gy > a on = a |ers Association; T. E. McDonald, J. | [°W, Operates in Missouri, Iowa, Ne 
rUué ‘ » Bee Beeees 43,0 . ia shyc . res ) $ ac 1, ane » : sk: sac La 

Jefferson Standard.. 2,005,000 8,977,231 | °” cmaey at fet Sy See ane hick Putnam Stevens, Moulton H. Neil, | braska, and Kansa [he company 
Manhattan Life :3°700 264.603 | under the recent abatement law, which | Dwight Sayward, S. O. Phillips, the lat- gained $71,000 in surplus last year and 





Massachusetts Mut 17,889,815 





places the filing of such actions in the 


ter secretary of the Union Mutual; C 


set aside $53,171 for deferred dividends 


mek ome —. ' eet ty tt hands of the attorney general. | LaCroix, C. A. Dunlap, L. B. Jordan, [he two McPhersons write a large 
Mutual Life, N. Y... 4,574,263 nimi Ernest A. Decker, Ira F. Sawyer, Mr. | amount of personal business About 
New York, N. Y..... 31,626,214 ; Hewitt and E. P. Langley. 98 percent of the business is on the lim- 
etieead Life & s 105°739 Permit to New Texas Company Pecan? | ited life deferred dividend and the en- 
National, Vt. ....... 5,470,440 The Texas department has granted a Examining State Life | dowment plans rhe company is held 
he ee Maem wn . 7 18 ott preliminary permit in Texas to the Mu-/ ‘he Iowa and Nebraska departments | in high regard in its home city where 

Mutual Life.. 7. tual Life of Dallas. The company pro-| are conducting an examination the officers and directors are well 


Penn 


Phoenix Mutual 5,606,770 


poses to do business on the mutual level 


State Life of Des Moines 


| known 


Provident L. & A 
Prudential .....:+. ©Q 3 
Prudential 

Reserve Loan 
Reliance Life .. 
State Mutual, Mass 
Security Life, lll 

Southern L. & T. 








MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, 








$33,500 





Sun, Canada ....... 700,673 
Union Central ...... 2,386,273 ILLINOIS 

An Old Line Legal Reserve Life Insurance Company 
———E——— 


A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 


= a) Operates under the Famous “‘Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


| WISCONSIN 


—— 


Aetna (Nonpar.) ..O 3,908,355 13,873,494 























Aeten we . — ett tt ert Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 

Bankers’ Life, Ia.... 9,620,074 : { A few good openings for good live producers in Illinois. Correspondence Invited. 

a a seer 19 ‘ rt ert H. B. HILL, President N.H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 
Centra ‘  @rerrere 6,372, 2 8.902. 8 

Equitable, N. Y...O 8,891,283 30,070,833 ———<$—$<$$<—<—_ - en —— 
Equitable cocvceeG 2,132,320 5,713,300 

Fidelity Mutual ... 712 883,229 


Great North. Wis.O 2,399,646 13,270,779 

Seal Ried ad tame Gh A POINT IN YOUR FAVOR 

Mutual Benen The Grange Life is an opportunity for live agents. They have that opportunity of selling 

Mass. Mutual a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 

sent be outdone in service. 


-: 286)! GRANGE LIFE INSURANCE COMPANY 


31,125 LANSING, MICHIGAN 


Metropolitan 
Metropolitan ° . 
Mutual Life, N. Y... 
Maryland Assur. 

| * , a 
No. Amer., Ill 
New Eng ,36 
Nat. Guardian, Wis. 3,8: 








National, U. S. A... 7,43: 384,482 
+ gf ig BB 07.613 |] NP. HULL, Pres. C. H. BRAMBLE, Secy. and Treas.  D. WALLINGTON, Supt. of Agents 





Mut. .24,553.515 187,864,275 


MUTUAL TRUST LIFE INSURANCE COMPANY 


EDWIN A. OLSON, PRESIDENT 
Insurance in Force $75,000,000 Assets $7,512,613.17 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 
and PROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. 
and Double Indemnity Provisions. 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


GILBERT KNUDTSON, Vice President Home Office, 30 N. La Salle St., Chicago, Ill. 


Northwestern 














Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


For Agency Openings Address: 








LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA A. E. WERKHOFF, President 





W. W. LANE, Secretary 
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Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Pelicyholders and Agents 








In Business Since 1862 












cu 
LIFE INSURANCE COMPANY 


OF Boston. MASSACHUSETTS 


Insures all cl of selected lives, licies on the ordinary, intermediate and 
industrial plan at all ages. It ienten Le Ts total and permanent disability. Policies 
of the company are secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves yy ya against all emergencies. Information and 
Advice matter relatin OK, Insurance is Available at any time through the 
Agencies phy S— Office of thie Company. 
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-)| CHANGE 1 IN THE BANK PLAN 
Double the Amount of Life Insurance 
Will Be Offered in Northwestern 
National Scheme 





The bank savings plan of the North- 
western National has been changed so 
as to provide double the amount of life 
combina protection. Under this new 


combination, total cash value, including 
bank savings and cash value of the life 
| insurance policy at the end of ten years, 
| will be in excess of $1,000. Upon the 
| death of the depositor during the ten- 
year period, the beneficiary will receive 
the amount of the bank savings credited 
lat that time and in addition $2,000 life 
insurance. 

The deposit at the age of 30 will be 
$9.40 monthly. The balance in the bank 
at the end of ten years will be $800.63. 
After the end of 10 years the depositor 
may withdraw his savings and continue 
his life insurance by making the regular 
payments upon the life insurance policy 
at his eat hey entry, i. e., 10 years pre- 
viously. he may pay his life insur- 
| ance ag by using the interest on his 
| bank deposit. Assuming an interest rate 
| of 5 percent on the $800 credited in the 

savings account, the return would be $40 

annually, which would be sufficient to 
pay his premium of $46.36 less dividends 

Thus he would have been protected ten 
years, and at the end of that time would 
have, in effect, a fully paid-up life insur- 
ance policy for $2,000. 





Charles A. Reed, for several years 
librarian in the University of Cincinnatl, 
has resigned to become associate editor 
of the Union Central Life publications. 





THOMAS J. OWENS, President 


Capital, $200,000 


of Indiana who believe in the ability of the management to partments of 


build a real life insurance company. 


choice territory, progressive field and 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., tnpianaporis 


NO ORGANIZATION EXPENSE 
All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 


je insurance work. 


We offer agents experienced management, superior policy contracts. 

home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red bleod in its veins---that has all the elements of grewth and permaneacy— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 

















THREE 
RULES: 














business. 

















of another company upon an anti-rebate agreement from him, 


with the company and otherwise qualified. 


and the loyalty of the agency force of 


LIFE 


Milwaukee 





COMPANY 





The Northwestern Mutual Life 


Insurance Company was the pioneer in 
establishing rules to protect itself and its 
agents against evils which demoralized the 


For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 


To the literal enforcement of these rules is attributed, in large part, the success, high character 


THE NORTHWESTERN MUTUAL 


Kaen MUTA ve Ti 


INSURANCE 





| 
Wisconsin 


March 22, 1922 


GETS CONTROL OF THE DREXEL 





Economy Life People Will Operate the 
Chicago Company Until Former 
Organization Is Completed 


Control of the Drexel Mutual Life of 
Chicago has been acquired by interests 
closely associated with the Economy 
Life of Chicago which is now in the 
process of organization. L. O. V. Ever- 
hard, who is the principal factor with 
the Economy Life, has been elected 
president of the Drexel Mutual. Walter 
E. Gillespie becomes first vice-president 
of the Drexel Mutual, Dr. Noble M. 
Everhard, secretary, treasurer and med- 
ical director. The Drexel Mutual 
shows insurance in force of $517,250 as 
of Dec. 31, 1921. Stockholders of the 
Economy Life are being insured under 
the present Drexel Mutual policies, and 
will be transferred to the Economy Life 
books as soon as organization of that 
company is completed. 

The Economy Life management is 
now arranging to get control of a legal 
reserve company. The Drexel Mutual 
business is being sold at old line rates. 
Only an ordinary life policy is being put 
out. Each policy will soon have a draft 
attached providing for immediate pay- 
ment of one-fourth of the face of the 
policy on death. When the legal reserve 
company is acquired and the Economy 
Life organization is completed the en- 
tire interests will be combined in one 
company on the legal reserve basis. L 
O. V. Everhard is the guiding spirit in 
the Economy Life. He has built up a 
productive organization that is meeting 
with success. 


Aetna Men at Omaha 


The Aetna Club of Northern Ne- 
braska held its annual convention and 
banquet March 14 and 15 at Omaha. 
Frank Davies, of Ponca, retiring presi- 
dent, turned over the leadership of the 
organization to L. F. Easterly. who 
qualified by production to succeed him. 
James Drummond becomes vice-presi- 
dent and J. E. Moss secretary, all of 
Omaha. 

General Agent Palmer, of Lincoln. 
spoke on present-day problems in life 
insurance and conducted a profitable 
atternoon’s round table discussion. L. 
F. Easterly spoke on “Aetna Service:” 
James Drummond on the “Qualifica- 
tions of an Aetna Agent;” J. E. Moss 
on “Systematic Solicitation,” and W. B 
Peake on “The Acid Test of My Pro- 
tession.” 

The second afternoon was given over 
to general discussion of personal acc 
dent and health lines, Manager End. 
strom of the company’s St. Paul office 
being present and taking charge. J. E 
\lverson, chief adjuster of the Chicago 
claim department, was present and spoke 
on claims matters. A banquet attended 
by 50 agents and guests closed the meet- 
ing 








Impairment Record Cabinets 


We have 40 sections—1I0 Drs. to section, 
Light Oak finish. We also have complete 
celluloid tip index. Bargain price on all or 
any of it. Shaw-Walker Co. 307 N. 4th 
St., St. Louis, Mo. 








Something New 


Child’s Accidental Death Policy. 
Pays from $100.00 to $500.00. 
Premium $2.00 per Year. Sold 
in Indiana, Illinois and Mich- 
gain. A Splendid Side Line for 
Insurance Solicitors. 


Home Accident & Health Ins. Co. 
South Bend, Ind. 
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MODERN BUSINESS GETTING METHOD 








Financing Business Bigger Problem for 
Average Agent Today Than Salesmanship; 
Man on Firing Line Tells How to Do It 


BY O. F. GILLIOM 


teachers, life imsurance men are 
the poorest men found 


F- veachers, ii clergymen and school 


business 


anywhere. They are just as unmethodi- | 


cal in their finances as they often are in 
procuring their business. 

A report of the president of the Na- 
tion ! Association of Life Underwriters 
showed that out of 169,000 licensed in- 
surance agents only 29,000 actually are 
making a good living at it. In other 
words, out of every seven, six are more 
or less a liability to the company and 
only one an asset. One of the princi- 
pal reasons for this is that men are un- 
able to finance their business properly. 


Probiem With Corporations 
Is Financing Business 


The cry these days on the part of 
corporations is not only for more or 
better business, but usually how can 
they finance their business more safely. 

If the characteristics of an insurance 
prospect are: (1) One whom the bene- 
tits of life insurance will serve; (2) 
one who can pass an examination, and 
(3) one who can pay for it, then the last 


requirement is the one we must em- 
phasize the most these days. If the 
characteristics of an agent are: (1) 
One who can sell insurance, (2) one 


who is able to discriminate and judge 
good from bad risks, and (3) one who 
can finance his business, the last re- 
quirement also is the one we must em- 
phasize most these days in 
agents 
More Important Now 

Than Salesmanship 


Formerly it was customary for us to 
constantly emphasize everything that 


had to do with good salesmanship, and | 
it was naturally expected when a sale | 


was made that the prospect paid for 


what he bought; 90 percent of our at- | 


tention was centered on salesmanship 
and 10 percent on how to finance 
business. 1 am at this time tempted to 
reverse the order, as the financial dif- 


ficulty more and more begins to face the 


average agent these days 

As I view the hardships of hundreds 
of our blood-sweating agents who are 
pressed on account of such difficulties, 
and God alone knows what they have to 
confront these days, I view it as a great 
chasm that has been created between the 
great uninsured human values and the 
eagerness of our agents to place this 


adequate protection these days This 
chasm has been broadened recently, 
especially by certain perils that have 


been menacing our business 


Many Factors Have 
Increased Agent’s Problems 


1. The great reduction of the number 
of people who formerly could pay for 
insurance and who are unable to pay 
their premiums at this time especially 
in rural communities; when the question 
is not so much who is willing to buy in- 
surance as it is who can really pay 
for it. 

2. Unfavorable marketing conditions 
have created large overhead expenses 
for the agent, thus making it more 
costly for him to keep up his business; 
he must make more drives and see 
many more people to earn $100 in com- 
missions. 

3. The tremendous lapsation in the 
greatest devastation that companies 
have ever witnessed, which not only 
taxes the average agent with expense 


procuring 


the | 


| and time in following this up, but dis- 
gusts him with many of the careless 
marketing methods that were formerly 
assumed when business was easily sold. 

4. A net work of miry roads leading 
to this broad chasm caused by such 
who receive commissions when they do 
not honestly deserve them, whether 
they be the one-order man, the cross 
roads storekeeper with a rate book in 
his hip pocket, the detestable helper, 
or the part-time man who is unwilling 
to give service but at the same time 
demanding commissions and instead of 
making a real simply 
orders, thus robbing some of our full 
time agents of these unmerited com- 
missions. 


sale is 





inability on the part of many agents 
to dispose of them has created a great 
liability with many and has added to 
the width of this chasm 


Average Agent Is 
Poor Collector 
6. The average agent is a poor col- 


lector, unwilling to follow as eagerly 
the collection of the note as the taking 





taking | 


5. The bane of taking notes and the | 


S, which indicates sacrifice, serving 
our constituency properly, it may mean 
system, real salesmanship, sincerity, etc 
But what the average agent must most 
face these days in financing his 
ness 1s sacrifice both in money and time 
If we can only keep our business from 


busi- 


being associated with any of these 
perils, then we will find ourselves en 
trenched safely for the future If | 


there was ever a time when real service 
and was demanded in the lite 
insurance business, it is now And the 
agent that is willing to extend this will 
be the surviving one who will prosper in 
his future days. If the four psychologi- 
cal steps in salesmanship are Attention, 
Interest, Desire, and Action, then a new 
one must be added these days and that 


system 


is that a sale is not complete unless 
you add one more and that is “Get the 
money.” 
Alertness and Ambition 

Listed as Second Link 

The second link that will bridge us 
over safely in this chain of circum 


stances will be represented by 


A, which stands both for alertness 
and ambition If there was ever a time 
when an agent had to be alert in his 
business it is now With the many 
banks that are failing these days and 
the many individuals who have ex 
hausted their credit and whose note may 


be good today but in 60 days from now 
he is bankrupt, then we must be alert 
to the prevailing conditions, We must 


O F. Gilliom is the leading personal producer of the Lincoln National 
Life, writing more than $1,000,000 a year in the immediate vicinity of his 


home town, Berne, Ind., which is a country village of only 1,500 population. 
| As his work has been mostly in rural districts, he has encountered to the 
fullest degree the problems of financing business during the period of 


of it, therefore often bankrupting his 
own condition simply because he is 
especially weak in the particular phase. 

7. A certain unpatriotic professional 
only 


practice of some agents who are 
willing to get all out of the business 
they can but unwilling to put the profits 
back into the business, thus developing 
their business into much higher stand- 
ards of efficiency, which is usually re- 
quired in all businesses if properly con 
ducted. 
8. Lack of definiteness the 

of the agent to impress the applicant’s 
| mind of his financial obligation, not only 


on 


part | 


| impressing him when this obligation 

| must be paid, but how he is going to | 
| meet it, besides calling to his attention 
the second premium, thus preventing 

more lapses. 
% This chasm is greatly deepened 


frequently by the personal conduct o1 
certain corrupt practices of the 
in communities which act as a stain 
our business and creates unfavorable 
sentiment for life insurance men by his 
conduct or by the manner that he con- 
ducts his business and thus prejudices 
the public’s mind toward insurance men 
in general. 

9. The inability to manage one’s own 
financial affairs through system or 
otherwise and only a distant observation 
is required at times to see how poorly 
many of our agents are conducting their 
finances in their business. Very little 
attention is given by some to efficiency 
along this line and many are unable to 
state whether their business is actually 
being conducted at a profit or whether 
they are making any headways at all. 


Four Links in Chain 
to Bridge This Chasm 
The first link in this great chain that 


we might extend over this chasm is 
represented by 


on 





agent | 





financial depression, and his suggestions as to how an agent can meet 
and overcome those difficulties are therefore of especial interest and value. 


also be alert to many of our laws we 


never had to acquaint ourse Ives with be 


fore in the way of getting bad checks, 
poor notes, and certain agencies men 
will resort to when they are pressed lor 
funds in order to evade paying their 
honest obligations Then we must in 
deed also be ambitious, as when hard 
ships confront us that is the very time 
when men will respect another for be- 
ing on the job and particularly is this 
true when you tace a banker in an 
apologetic way on whether he is able 
to handle your notes and he sees you 
do not have the same degree of en- 
thusiasm you did in procuring your 
applications 
Vision, Victory and Vim 

Big Factor in Financing 

The third link in the chain is repre 
sented by 

V, which stands for vision, also for 
victory and vim Men need vision in 


losing game but come out victoriously 
with laurels placed on their brows. 
After diagnosing their victory, they at 
tribute it first, to sacrifice; secondly, to 
alertness; thirdly, to vision; and fourth, 
to earnestness, which are the key re- 
quirements in our profession § these 
days. And thus we can bridge ourselves 
over safely 


Four Links Combined 
Form the Word “Save” 


Have you noticed that 
links represented by certain letters 
the alphabet compose the word “save,” 
which is nothing more than the great 
purpose of financing our business prop 
erly? It is not only a privilege for the 
life insurance man to save, but it is his 
duty We are given only many 
years to make good in any profession, 
and with many it sounds almost 
paradoxical to be true that the life in 
surance man should actually save any 
money 

This indeed has been the peril of 
many men and is the chief reason why 
they are unable to finance their busi 
ness when conditions are unfavorable 
Save in the times of prosperity, and 
thus you live and have. A great com 
fort will be yours in a few years when 


these four 
ol 


sO 


too 


you will have the inward satisfaction 
of not only having served your fellow- 
men by representing an institution that 
is being appreciated by humanity as 
never before, but you will also have 
attained that position of complacence 
that we all covet of having acquired 
sufficient financial means for the rainy 
days 

Thus we will be more able to finance 


our business tomorrow 


Answers to Objections 


Offered at Congress 


NSWERS to objections had a 
A prominent place on the program 
| ot the sales congress held in 
Chicago last week At both the morn 
igs and afternoon sessions Julius H 
Meyer, Chicago general agent of the 
New England Mutual, called upon 


1922 not only in procuring business but | 


how they will finance it and how they 
are going to pay their nets to the com 
pany; and how, notwithstanding the 
chain of unfavorable circumstances, yet 
they can look into the future and see a 
beckoning hand that will help them over 
safely in this perilous journey. 


And the fourth link that closes this 
chain across this chasm is 
E, which stands for earnestness and 


enthusiasm. If your life insurance men 
will today face their difficulties earnest- 
ly and they will find themselves dev- 
otees in their particular sphere, as men 


several well known Chicago agents to 
provide “comebacks” to objections that 
are often stumbling blocks to agents 
Mr. Meyer started the ball rolling him 
self by citing the case of the man who 
says, “I am too old to buy life insur- 
If you had seen me ten or fifteen 
vears you could have sold me, but 
I am old now Your rate is too 
high for me at my age.’ 

* * 4 
that this objection, 
successful middle 
met in this 
proportionate 
whatever 


ance 
ako 


too 


Mr. Meyer said 
common among many 
aged men can 
way; the same 

insurance at 
out a policy. The rates 
are built upon a scientific basis. For 
instance, the rate at age 30 for an ordi 
nary life policy is $23.00 per $1,000, The 
young man who buys a policy at this 
age and carries it for 20 years will then 


business be 
“You get 
amount of Ife 


age you take 


have at age 50, a paid up policy for 
| $497, and may continue to pay $23.50 
for a policy of $503 The man who 
takes out no insurance until he is 50 


| years 


must in all other avocations of life 
these days, many of these difficulties 
will be minimized in their eagerness. 
Instead of giving up their jobs until | 
fairer weather begins, we must face 
our positions with the earnestness and 
enthusiasm that our athletes do when 


they find themselves in the midst of a 


of age will at that time have to 
pay $23.50 for a policy of $503. The 
rate is the same. In other words, the 
young man has practically half of his 
policy paid for and out of the way, but 
he has to pay exactly the same price 
for the $503 policy, that the company 
asks of the man who is 50 years of age 
Don't you see that the thing works out 
the same way, no matter at what age 
the policy may be taken?” 
* . * 

Harry Wright of the Equitable gave 
the answer to the “I want to talk it 
over with my wife” objection. This, 
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A Purely Mutual Organization 


New York Life Insurance Co. 


(Incorporated under the Laws of New York) 


346 BROADWAY, NEW YORK, N. Y. 


Seventy-Seventh Annual Statement 


KINGSLEY, President 


DARWIN P. 





Balance Sheet, January 1, 1922 








Securities at Market Value as furnished by Insurance Dept., State of 
New York 
ASSETS sas 
Real Estate aia $ 8,362,881. 
Mortgage Loans .......-.-ccceeeeeeeeteeeeetenenecteeeesteeeeeeseecenaseerteseeee ee CET 
Policy Loans .. . yd 
Collateral Loans ..... eeeeeeeeneseeseeenaceeaeionserees oye 
Liberty Bonds and Victory REECE UE eccveceseeseess 120,628, 
Government, State, Province, County and Municipal Bonds 155,439,933.50 
Roalroad Bonds ..........-. eceseseesess ‘ wan eaaa Soreanabiceaa eran 
ee pein eteseeeGee rea eiawedeela ude i436 
Uncollected and Deferred Premiums ...........:00 cee cee renee ese ee eeeeeeeeeeeee 
Sesevent and Rents due and accrued, etc........... cece cece eee renner te eneeeee 13,280,399.90 
TEE nccecedetedbeueeese Ccncesecesceessees $952,632,138.80 
LI ABILITIES 
Policy Reserve ........ EE eR eer eT ee ET ETT TTT — 157,463.00 
Other Policy Liabilities ...........+++++s++- mes hs 527,025. 
Premiums, Interest and Rentals prepaid............. ? Mennksaseartanslen 4,361,995.18 
Taxes, Salaries, Rentals, Accounts, etc.........++- 7,549,037.63 
AGaitional PRESET VES cocccccccccccccccccccnccccccccccescccresseeescseseesseseseees 7,485,874.00 
Dividends payable in 1922..........seeeeceeeeeeeeeeeeeeeeeeneetteeetereteneneees 42,287,368.71 
Reserve for Deferred Dividends ...........cccceeeeeee cece ene ceenerenesteseeaane 59,303,179.00 
Reserves, special or surplus funds not included above. jiwesudiates ahaweneee 15,960,196.20 
Tete cccccccccvececsecccecceenesecescccoossceseccerecccnccoocccoeecoeseveseeees $952,632,138.80 
Paid to and on Account of Policyholders during ere $124,308,409.00 
Loaned Policyholders during 1921 under Policy Contracts.. 40,871,382.00 
Loaned on Farms during 1921.. ere ee seeessecees 15,004,330.00 
Loaned on Mortgages for housing purposes during 1921... 9,646,991.00 
’ Loaned on Business Property during 1921]..............++.- 11,358,909.00 


The earning power of Ledger Assets, including Cash in Bank, advanced 
0.16% during the year 
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Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 
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LIFE. HEALTH, ACCIDENT “*° MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Baitd7\Hes 
Openings OHIO, IND., KY, MICH. and W. VA. Write Colambus 











ies Guscess es OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, fianetn 
Cash Capital, $200,000.00 V. D. CLIFP, President 
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Mr. W aaa said, is simply an excuse. 
It would not be offered ordinarily if the 
agent had properly developed the case. 
“Ask the man who tells you this what 
he is going to talk over with his wife,” 
advised Mr. Wright. “Put him on the 
defensive immediately. Make him tell 
you what he is going to ask his wife to 
discuss with him. Usually he will not 
be able to tell you. Tell him that if his 


wife needed medical attention he would | 4 t 
| policies for $15,000 each upon 10 of its 


get a doctor for her without any con- 
ferences. Make him see that in any- 
thing else that might be vital te his 
wife’s welfare he would act immediately, 
and that the buying of life insurance 
is to be placed exactly in this class. If 
you can paint the life insurance picture 
in rosy enough colors, you can always 
make the man act without talking to 
his wife about it. If he is convinced 
that life insurance is something that his 
wife needs and should have he will get 
it for her without talking it over with 
her just as he will buy her a new hat or 
coat or furs.” 
* «x * 

Sara Frances Jones of the Equitable 
Life of New York told of how she meets 
the argument oi the man who says, “I 
want to think it over.” Miss Jones said 
that if the prospect sincerely makes this 
statement, it indicates that the agent 
has aroused interest, and that the busi- 
ness will probably be finally closed. Ii, 
on the other hand, the agent suspects 
that it is not sincerely said, then the 
case might just as well be dropped, be- 
cause the insincere prospect is a hard 
nut to crack. 

Miss Jones said that in a recent case 
the prospect had told her that he wanted 
to think it over. She said, “All right, 
but while you are let me have you 
looked over by the doctor so that we 
may tind out whether your thinking is 
going to lead you any place. If you 
think this over and decide in favor of 
it, | just want to be sure that you are 
going to be able to get it. You think 
about it, and let me have you examined 
in the meantime, so that when you do 
come to a conclusion we will know that 
you are going to be able to get the 
thing that you decide to take.” 

In another case Miss Jines told a man 
who wanted to think it over, “Very well, 
but will you sign this little slip of paper 
that I have drawn up?” Whereupon 
Miss Jones placed before the prospect 
a slip containing these words, 
antce that two weeks from today, 
be in the 
now.” 
read this, Miss Jones said, “If you will 
not sign that, my responsibility for your 
family being properly protected ceases 
now.” Miss Jones said that while the 
prospect would not sign the paper he 
later called her up and asked that she 
take his application. 


j ] will 
same physical condition as 





Promotions By the John Hancock 


At the March meeting of the direc- 
tors of the John Hancock Mutual Life 
three assistant secretaries were elected, 
Edward C. Wyatt, David F. Hill and 
Charles L. Bradley. 





| has been admitted to Utah. 


“I guar- | 


Having allowed the Prospect to | 


March 22, 1922 

Mr. Wyatt has been with the or- 
dinary division and his official duties 
there will be continued and the same 


with Mr. Bradley who is in the weekly 
premium division. Mr, Hill will be in 


| the intermediate and detached divisions 


Senior Class Takes Insurance 
The 


sity decided to 


senior class of Princeton Univer- 
take out endowment 


members and $5,000 each upon five 
other members, the insurance being in 
favor of the university. 


Bid for Fraternal’s Business 


Four bids have 
for the 
Benefit 


thus far been received 

reinsurance of the Occidental 
Association of Salina, Kan., now 
in the hands of a receiver. It is ex- 
pected that the acceptance of one of 
the bids will be announced shortly, as 
soon as the bids are checked. The Occi- 
dental had about 8,000 members at the 
time of the receivership and it is as- 
serted that the business of the associa- 
tion is of such a quality and in such 
condition that it should be found quit« 
profitable to any society writing the re- 
insurance. 


New Baltimore Company 


A bill has been introduced in the 
Maryland legislature by Senator Frick 
to incorporate the Victory Life Insur- 
ance Company of Baltimore. The com- 
pany will write industrial life, health 
and accident insurance. The incorpora- 
tors are Charles P. Price, John T. Naugh 
ton, Henry C. Dean, Charles A. McNabb 
and Albert Diggs. 

Nothing is known in Baltimore regard- 
ing the new company or its irncorpora- 
tors. The first news of the Victory Lif: 
came when Senator Frick introduced his 
bill. 


Hoffman in New Location 


Hoffman, general agent of the 
Life in Chicago, will remove 
his office from the Harris Trust building 
on Monroe street to the Union Fuel 
building, formerly the Advertisers build 
ing, on Madison street. He will have 
considerably larger quarters, using the 
entire front of the building facing Mad 
ison street 


George 
Guardian 


Life Notes 
Continental Assurance of Chicaxge 
The gener:! 
agent is Phil J. Purcell of the Continen 
tal agency, who is also process attorney 

Edward A. Woods, President of the 


The 


Woods Agency, Pittsburgh, Pa., returned 
| last week from a three weeks’ vacation 
|in Florida, where he went for a much 

needed rest. 

Frederick EK. Bryan, general agent of 
the Minnesota Mutual Life in Chicago, is 
located at 6257 Sheridan Road. He has 
not decided where he will locate his 
office. 





Hommeyer, superintendent of 

Union Central Life, has 
and Michigan for a week 
meetings of the com- 


Charles 
agents of the 
been in Ohio 
attending agency 
pany. 

In the 
Meridian, 
surance in 


death of J, R. Dowdle at 
Miss., a few days ago, life in- 
Mississippi loses one of its 
outstanding figures. Mr. Dowdle began 
his insurance career as an agent for the 
Mutual of New York and at the time of 
his death was manager of that company's 
Mississippi branch office. 








Insurance in force - 


Central States 


Life Insurance Company 
St. Louis, Mo. 








JAMES A. McVOY 


Vice-President and General Manager 


- $58,000,000.00 
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NATIONAL RESERVE 
Which is Best? LIFE INSURAN os CO 











_GEO. GODFREY MOORE. Swootdone 








This or This 


NATIONAL FIDELITY CO- 
OPERATION, intelligent, re- 



















HIGH COMMISSIONS which 








— your Company and do sourceful and tireless, always 

: necessarily mean more at your command. 

ool ae NATIONAL FIDELITY TOOLS 
ADVANC mortgaging complete coverage, up-to-the- 





-your future, stealing 
your independence. 
GLITTERING PROM. 
ISES, so easily ma 


so seldom kept. These 
all ~~ == dis- 





_Mminute policies, selling plans and 
ideas of proven merit, advertising HOMF. OFFICE - 1921 - TOPEKA, KANSAS 

that really prepares a favorable atti- 
tude toward you. 


NATIONAL FIDELITY TRAINING and 
educational service which enlarges your 











ewer WEI CHT. 
now-a-days with capacity to SERVE and to EARN. 
thoughtful ‘ 
Agents. These help you to build and to develop to Men With Big Earning Capacities As 
your greatest possibilities. 
These carry INCREASING WEIGHT. Field Superintendents, Agency Managers, General Agents 
Write ALL ages 10 to 60; all standard plans and some special In the Following States 


service-rendering and “‘commission-winning’’ policies. 


Staind teae” "eee Nene“ | | Kansas, Oklahoma, Arkansas, Missouri 





NATIONAL FIDELITY LIFE INS. CO. lowa, Texas, Nebraska 
SIOUX CITY, IOWA If you are a real producer, and can qualify for any of these positions 
RALPH H. RICE, President and wish to make connections with the fastest growing life insurance 


company in the Middle West, write or wire the Home Office. 














A standard course in Life Insur- Retr oaction | 


ance and up-to-date Sales Service 
represent the essential need of the 

; P A Valuable Factor in creating Clientele Relation- 
insurance salesman. iin 


These are but some of the many, prac- A Promotor of Good Will among Policyholders, 
tical advantages offered to all of our Field that means much Satisfaction and Profit to the 


representatives. 


is an Unrecorded Item in the Assets. 


Salesman. 


Mutuality, The Good of the Whole Applied to 


THE CONNECTICUT MUTUAL Nt at Miner © 
LIFE INSURANCE COMPANY wing tnt for 77 ye 


Hartford, Connecticut The Mutual Benefit Life Insurance Company 
of Newark, N. J. 























International Lite & Trust| | “icase National Lil Insurance Company 


JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


Company First 10,000 shares sold, over $100,000 deposited 
offers up-to-date contracts for good men. with State 
Sohrbeck Building WANTED: First class agenc) man: must 


be of undoubted experience and ability 











MOLINE, ILLINOIS 
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I CANT 

MAKE ANY THING 

OUT OF THAT 
SIGN 


OF COURSE NOT: 

YOU'RE LOOKING 
THRU THE WRONG 
END OF YOUR, 
GLASSES 

















Life Insurance Men— 


A Contract with our Company will 
insure you a prosperous year. 


BEST COMMISSIONS—BEST POLICIES--WRITE US 


Reserve Loan Life Insurance Company 


INDIANAPOLIS, INDIANA 





